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‘Jardware Age 


Founded 1855 ren 


Three Dollars a Year 


Left, right ... . left, right... 
- nepl...s 


Here they come —four of them — 
fresh reinforcements to the con- 
quering Crescent line: No. 950, 
a general, utility, slip joint plier 
with side cutter, price $1.25; No. 
125, a Batteryman’s plier, price 
$1.00: No. LS26, a thin nosed, 
slip joint plier with side cutter, 
price $.75; No. 147, a seven inch 
model of the already famous 
Crescent Circular cutting Snip, 
price $1.00. 


They’re at your jobber’s now — 
awaiting orders. 


(| I (G a Te 
CRESCENT #ésuwy TOOLS 
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THE TABLES OF AMERICA’S FIRST FAMILIES SINCE 


EIGHTEEN FORTY-SEVEN 





gf come. 


* LEGACY JELLY SERVER, $1.75 EACH; PIECES OF 8, 34 PIECES OF FLATWARE, IN PARIS-DESIGNED CHEST, $43.75 ... 3-PIECE TEA SET, $65 (retrain) 


A PROVED SUCCESS IN IMPROVED FORM 


PIECES OF 8 (Trade Mark Registered) brought up to date .. . a proved success in a brand new setting. We 
went to Paris for our inspiration and the new chests and trays that constitute this setting were designed for 
us by one of the greatest artists in France. Add the up-to-dateness of these chests and trays to the already 
great popularity of PIECES OF 8 and there can be only one result . . . increased sales for dealers who prop- 
erly display 1847 ROGERS BROS. Silverplate. 

PIECES OF 8 in the Legacy pattern is backed up this year of 1929 with a potent and constant advertising 
campaign in a long list of the leading publications. Are you ready with a stock of 1847 ROGERS BROs. 
Silverplate? Write for booklet JH to Dept. E, International Silver Company, Meriden, Conn... . Salesrooms: 
New York, Chicago, San Francisco. Canada: International Silver Company of Canada, Ltd., Hamilton, Ontario. 


1847 ROGERS BROS. 


SIitLkve RPLCATE 
_ ed EERE oe LW 








S. A. Entered as second 


Single copies 


HARDWARE AGE, published weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street. New York. N. Y., U. S. 
class matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. (Printed in U. S. A.) $3.00 per year 
25c. each. Vol. 123, No. 16. 
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1. Dries to a beautiful, 
glossless flat finish—eas- 
ily washed. For all types 
of interior painting of 
walls, ceilings or wood- 
work .. . for plain flat 
or eggshell finishes, tif- 
fany, mottled, etc. 


pA Does not show brush 
marks. 


3. Mixed with a little spar 
varnish it makes an excellent 
bronzing liquid, either with 
aluminum or bronze powder. 


4, Makes excellent glazing 
liquid, or blending liquid for 
tiffany effects—because it does 
not dry too quickly. 


5. Makes a fine undercoating 
for enamel. 


G. Comes in quart and 1 gal- 
lon cans and 5 gallon drums. 
All packages equipped with 
easily-opened ““Upressit”’ caps. 


The new EAGLE Flatting Oil 
has these many advantages 








Sell Eagle Flatting Oil with Eagle Pure White Lead 
for the most artistic effects in all types of interior 
decoration where a flat or eggshell finish is desired 
—whether plain, tiffany, mottled, etc. 


The Eagle-Picher Lead Company, 134 N. La Salle St., Chicago 










y 
OY 
iy EMPLOY A GOOD PAINTER—GOOD PAINTERS USE EAGLE 
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Brashins Up Business 


SBORN PAINT and Varnish Brushes are always on the move — from seller to buyer. 

Then they start working on their specialized jobs and they stay on those jobs because 
they are built to defy wear. Buyers are quick to discover the economy in using good brushes. 
They are not to be misled by the price plea of sellers of “just brushes. They know that the 
only sound way to buy brushes is on their “low costyper day of use” qualifications — not on 
initial cost. And they don’t forget where they bought “those good Osborn Brushes. 


So much for quality. Now a word about specialization. Each Osborn 
Brush —and there’s one for every type of requirement — is carefully 
designed and built of the particular material best suited for each set 
of conditions. There’s a keen satisfaction in knowing that you are 
selling your customers not only good Osborn Brushes but highly 
specialized Osborn Brush Service. 


Weare looking forward to the pleasure of 
explaining the business building details 
of Osborn Brush Service. Your inquiry 
will be given our immediate attention. 


THE Os80RN MANUFACTURING COMPANY 
5401 Hamilton Avenue -- Cleveland, Ohio 


Branch $: 
New York, Detroit, Chicago, San Francisco, Los Angeles No. 401 Osborn 
Flat Varnish 
Brush. Triple 
thick Black 
China Bristle, 
vulcanized in 
ru .Fivesizes 
from 1"to3"wide. 
















No. 582 Lacquer 
Brush. Fitch 
Hair vulcanized 
in rubber. Five 
A sizes from 1" to 
No. 444 Ost y \\ 3° wide. 
Flat Varnish \ 
Brush. Black \ea\ 
China Bristle, oO’ 










vulcanized in 

rubber. Seven 

sizes from 1" to 
4" wide. 






No. 456 Osborn 
Oval Sash Tool. 
Black China 
Bristle, vulcan- 
ized in rubber. 
Twelve sizes 
from %" to 1%" 
wide. 
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April showers bring May painting. and clean-up. 


Sell Bosley’s Weather Strip NOW!—as rain 
protection. Remind customers that— 


The Time to Weather Strip Is 
BEFORE Painting 


Rain leaks through loose windows on cur- 
tains and carpets. Winter scrum, cover- 
ing sills, sifts in to damage drapes and 
furnishings. Window paint is checking. 
The smart hardware dealer can stop this 
damage by selling Bosley’s for immediate 
application. This is a logical line of rea- 





Bomeco—Spring Bronze 

Ameco—Copper Coated, 
Steel and Moth Proof 
Felt 

Kopar—Copper Coated 
Steel and Packing 





soning to increase your Bosley’s Weather , P+ — 
Strip sales, because weather stripping ion—4 Ply 
should precede Spring painting. oe _ Cush- 


Nu Strip—All Cushion 








Sold by the millions of feet to the better 
jobbers. Demand the best—Bosley’s. 





The Application of Weather Strip Is Not Seasonable. 


ROSLEY’ 





Weather Strip 


TRADE-MARK REGISTERED 














Chicago THE D. W. BOSLEY CO. Montreal 
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f pers advertising deals directly 
with the farmer’s problems. It 
points the way to greater profits 
through balanced ieviiions urges 
the farmer to consult the American 
Steel & Wire Company dealer on 
fencing problems; sends him to 
that dealer to learn why Zinc Insu- 
: lated Fences and Steel Posts will 
; save him both time in labor and 
iy money in their longer life as com- 
pared with any cheaper kind of 
materials. 


If you are not handling Zinc In- 
sulated Fencing or our Steel Fence 
Posts, write for full details. 


American 
Steel & Wire Company 


Subsidiary of United States Steel Corporation 
208 So. La Salle St., Chicago 
30 Church St., New York 
Sales Offices in All Principal Cities 
UNITED STATES STEEL PRODUCTS CO. 
San Francisco, Los Angeles, Portland, Seattle 


a Zinc . 


Insulated Fences 
Steel Fence Posts 
American 


Poultry Fence 
Union Loc 
Poultry Fence 
Banner 
Poultry Fence 
Poultry Netting 
Nails Staples 
Barbed Wire 
Wire of all kinds 
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TIME FOR 
HOUSE REFURNISHI 



















NESCO ROYAL 


ENAMELED 









\ GARBAGE CANS 
for outdoors and J 
under the sink 















a utensils in Nesco Royal Granite Ware have 
been the standard of quality for over 40 years. The 
Nesco galvanized ware line offers many seasonal items— 
garbage cans, water pails, watering pots, rubbish cans, etc. 
In the Nesco Rainbow Japanned Ware line are useful ° 
items to refurnish the kitchen and brighten it with col- 
ors. When placing an order with your jobber tell him you 
want the quality items that bear the Nesco label. 
NATIONAL ENAMELING & STAMPING CO., Inc. 


13 Twelfth Street Milwaukee, Wisconsin 


Factories and Branches: Milwaukee, New York, Baltimore, Granite City, Ill., Chicago, 
New Orleans, Laurel Hill, L. I., Philadelphia. 
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] Bp deme this box of six Genuine Oswego Stillson 
Wrenches and see how easy it is to sell the complete 
set. ' 

The handy box is strong enough for parcel post shipment, 
and is a big help in making a neat, effective display. Sizes 


included in the set are 6”, 8”, 10”, 14”, 18” and 24”. Drop 
forged all steel handles stand up under the hardest service. 
Deep milled jaws give a powerful grip. Guaranty Tag on 
every wrench protects you and your customers against 
defects. 

Every wrench backed by more than 40 years’ experience 
in the manufacture of quality tools for heavy service. 


Ask for a supply of leaflets regardirig this set suit- 
able for mailing in small envelopes with monthly 
statements or other correspondence. 


Other Oswego Tools 


Standard Pattern Pipe Wrenches 
Pipe Cutters 
Roller Tube Expanders 
Machinists’ Vises, Stationary or Swivel Base 
Steamfitters’ Vises 
Standard Malleable-Iron Pipe Vises 
Beam Pipe Vises 
Combination Pipe Vises 
“Velox’”’ Quick Action Machinists’ Vises 


Universal Machinists and Pipe 
Vises 


“Nutyp” 


Boilermakers’ Steel Screw Punches 





OBL Co. 


Incorporated 1893 
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in Libbey-Owens Glass 


HERE is less breakage in Libbey-Owens 
glass—less breakage in handling, in 
cutting, and in glazing. 


There is less breakage because Libbey-Owens glass 
is flat and absolutely without bow, because it is 
perfectly annealed to prevent internal strains and 
brittleness; and because it cuts easily. 


Libbey - Owens ‘‘A”’ quality glass, for fine build- 
ings everywhere, is especially selected, graded, 
inspected and paper packed to protect its lustre. 


Each light bears the familiar Libbey-Owens label. 
Ask your jobber for Libbey-Owens glass. 


THE LIBBEY-OWENS SHEET GLASS CO. 
TOLEDO, UDHIO 





THE LIBBEY-OWENS SHEET GLASS COMPANY 
TOLEDO, OHIO 


Gentlemen: 
Please send me your new booklet on Flat Glass. 


Name 





Address 














LIBBEY-OWENS 


FLAT-DRAWN CLEAR SHEET GLASS 





Distributed Through Representative Glass Jobbers and Used by Sash and Door Manufacturers Everywhere 








FULFILLING TRE NEEDS OF THRE HOU 


Conveniences that annihilate time and space 


HARDWARE AGE CATALOG 
TRO mE 


Hardware Buyers find it represents Speed, lightning 


fast, to sources of supply «a a « Manufacturers 


discover it a Salesman in thousands of places at once. 


The 1929-1930 Annual Edition in preparation 


HARDWARE AGE CATALOG ws sontcn 
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1 Your Windows are Valuable Now is thelime to 
Install a Day & Night Window Display q 






, A 
=~ “¥; 


PEARL 
Wita@atiyir 


Pear| 


| % DearlScreenWire Cloth | 


TART NOW! Add to your profits! 


OUR FREE SALES HELPS 
ARE PROVEN SALES BUILDERS 


Our unusually attractive window display, litho- 
graphed in seven colors, measures 2% ft. x 3 ft., 
permits of illumination at night. Six attractive 
flies, highly colored, add to the forcefulness of the 
display identifying your store as carrying na- 
tionally advertised PEARL. 


OTHER FREE SALES MAKERS 


A Counter Card and Sample Distributor in Full Color 
Newspaper Electros and Colored Movie Slides With Your Name Thereon 
Order Now! Hitch Your Store to Our 1929 Campaign in the National Magazines 


The Gilbert & Bennett Mfg. Company 


New York Georgetown, Conn. 


Be prepared with a fully equipped stock of 
PEARL Wire Cloth—the biggest value to your trade, for it is the most 
ECONOMICAL Wire Cloth and sold on the basis of guaranteed satisfaction. 


PEARL is made in Regular Grade (12 x 13 Mesh) and 14, 16, 18, 20, 24 and 30 Mesh; also Extra Heavy Grade (14 Mesh only) 















PEARL QUALITY—STANDARD 
FOR OVER THIRTY YEARS 

The increasing demand for PEARL is due 
chiefly to its metallic coating, a special process 
excluswe with G & B. PEARL, permanently 
identified by 2 Copper Wires in the selvage and 
our round red tag on every roll, is not sold thru 
Chain Stores or Mail Order Houses. 


Chicago Kansas City 
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More value than the 


customer expects for the money 


A carpenter or tool user 
doesn’t expect the same ac- 
curacy in a low priced mitre 


box that he would in the 
higher priced ones. 


But you can assure him of 


getting it in the PERFEC. 
TION Mitre Box, which, 
properly set, cuts exactly 
where the cut should come 
and insures accuracy on 
every job. 


Besides, it is quickly ad- 
justed, holds the work rigid- 
ly and is built of hard wood 
and steel that would do jus- 
tice to mitre boxes costing 
considerably more money. 


The PERFECTION Mitre 
Box has sold on merit for 
more than 25 years. Why 
not give your customers 
more value for the money 


and hold their trade ? 


Your Jobber will supply you. If not, write to us 
and we will refer you to the nearest Jobber who 


will. 


Send for Catalog 


(HARDWARE COMPANY ) 


ESTABLISHED 1854 es: U.S. Pat. Off. INCORPORATED 1864 


Torrington, Conn., U. S. A. 


New York Office 


151 Chambers Street 
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CLICK CLICK 
CLICK CLICK 








You'll hear the shutters of the camera click at the conven- 
tion of the Southern Hardware Jobbers and American Hard- 
ware Manufacturers Association which will convene at Edge- 
water Park, Miss., from April 22nd to 25th. 


The May Second issue of HARDWARE AGE will not only 
contain the first complete editorial report, but the first pic- 
torial report as well. The camera of HARDWARE AGE will 
perpetuate the important speakers as well as many of the 
visitors. 7 
























Your sales message appearing in this issue will be read by 
leading dealers, jobbing executives, buyers and salesmen, 
who will retain this issue for a ready reference as to the pro- 
ceedings and happenings at this convention, thus assuring 
extended life to your message. 
















Your early space reservation is cordially invited. 





The final advertising Regular space rates apply. 
forms close HARDWARE AGE _ Red 
April 23rd $50.00 per page additional. 





HARDWARE AGE 


239 West 39th St., New York 
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MYERS 


DOOR HANGERS 


Jor Sliding Doors on Barns, 
Garages ns 7 other Buildings 


Performance counts — steel roller 
bearings—stayon and flexible construction— 
vertical and lateral adjustable features—these 
and other improvements determine the per- 
formance of Myers Stayon and Tubular Door 
' Hangers, which in terms of door hanger phrase- 
ology means easy gliding, weather resisting, 
long lasting sliding doors for barns, garages, 
sheds and other buildings. 
The tens of thousands of sets of Myers Door 
Hangers and the mile after mile of Myers Door 
Hanger Track in use at the present time carry 
their own story of satisfactory performance and 
continuous popularity ever since the day when 
the original Myers “Stayon” Door Hanger was 
first offered to the trade. 
Year through sliding doors—they come in door 
hanger cartons trademarked with the name 
MYERS. And back of this trademark is a style 
and size for every need. We will quote direct or 
have one of our representatives see you. Write 
or wire. 


j———— f ft wise oh 
THE F.E,MYERS & BRO.¢9: 


ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT’PUMPS for Every Purpose. 
T “HAY RAIN UNLOADING TOOLS ~- BARN,FACTORY and 
ee GARAGE *BOoR HANGERS: STORE LADDERS, Etc. 




























peut Ns Sumit . 
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Wihuen your customers 
walk out of your store with 
Nicholson Files they have paid 
for the best file value that money 
can buy. 


This fact will be brought home to 
them with every stroke which the 
make with these carefully cut,durable files. 















Sooner or later your customers will tell 
others, because they will be satisfied, 
where they bought their Nicholson Files. 







It will pay you to keep Nicholson Files 
on hand, in shapes and sizes for every 
demand. 










NICHOLSON FILE CO. 
Providence, R.1., U.S.A. 


A PiLE -POR BEVERY PURPOSE 
PA A ERS See MRM LL 
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Like Guaranteeing Your Sales 


is Rain King’s Program of Local and National Advertising 














New MAJESTIC 
Rain King 
Raised Sprinkler Top 
Bird Bath Base 


Anewand popularideain Sprinklers. Same 
adjustable action as Standard Rain King, 
yet stands high enough to throw spray well 
out over tops of flowers and vegetable 
plants; Bird Bath Base attracts feathered 
songsters, 15 in. high, $5; 24 in. high, $6. 
(Denver and West, $5.50 and $6.50.) Big 
profits in this. 





STANDARD 
Rain King,*3% 


(Denver and West, $3.75) 
Biggest selling Sprinkler on the 
market. Two brass nozzles ad- 
justed by thumbscrews to form 
anything from fine mist to soak- 
ing downpour. Set-wheeladjusts 
arm to rotate in pressureless 
bronze bearings, watering any 
sized circles from 5 ft. to 50 ft.; 
ortoremain stationary, watering 
odd spaces, orlong orshort strips. 
Ideal for average sized lawn. 













1,000 gals. 


Mammoth || per hour 

ce Ki capacity 

R & Sprinkles 
6,000 sq. ft. 

at once 


Specially designed for golf courses, large 
estates and parks. Connections, uprights, 
arms and nozzles are all over-size and will 
throw more water over a larger surface and 
distribute it more evenly than any other 
sprinkler. Base is new roller type—glides 
lightly over the turf so sprinkler can be 
moved easily while in operation. Bearings 
all over-sized finest, non-wearing, non- 
corrosive bronze. Mammoth Rain King 
can be set revolving or stationary ard will 
cover areas up to 6,000 sq. ft. Operates 
on any pressure from 5 Ibs. up. It will dis- 
charge over 1,000 gallons of water per 
hour on 45 Ibs. pressure; $17.50. (Denver 
and West, $20.00.) 








One Meese that Rivas It 


—Th e Rain King 


Throws any stream from a Solid 
stream, to misty Spray, to com- 
plete Shut-Off, bya quarter-turn. 
Nothing to get out of order. 
Wear-proof and leak-proof. 
Fully guaranteed. Throws more 
water farther than any other 
nozzle of its same size. Solid 
Brass, $1.50. 








\ 





Rain King Snap-On 
Hose Coupler 


oan GD 


—snap a hose to 

faucet,sprinkler, 

nozzle or hose 
section in an instant! Saves 
twisting, screwing, and kinking 
hose. Easily disconnected— 
but won't come apart or leak. 
%"" size, 60c; 1” size, 80c. 








Rain King Has a 5-Year 
Head Start! 


Rain King is the only Sprinkler for 
which an active, on-coming, ever-in- 
creasing demand has been let loose 
by 5 years of big-gauged national 
advertising. 

51 Big Daily Newspapers besides 
the Magazines radiating in all direc- 
tions have again begun to focus the 
public’s attention on patented Rain 
King Sprinklers, Nozzles and Hose 
Couplers. 

And again the early trade this sea- 
son centers on the Rain King. 

Again it shows which Sprinkler is 
due for the big demand when the 
crowds turn out. 

Merchants who feature the Sprin- 
kler on which the PUBLIC is sold 
will again get the lion’s share of the 
trade. Pushing unknown brands 
against public preference is a tough 
job. The wise ones won’t do it. 


Write for the Best Sales Plan 
We Ever Put Out 


A brand new idea that includes fast 
turnover for ALL your Lawn and 
Garden Tools. Dealers in every state 
in the Union are writing for it. Just 
say, “Send by return mail for our 
consideration your new Garden Spe- 
cial.”’ That’s all. You'll get it quick 
and the obligation wil! be all ours. 





All Sprinkling Actions Combined in this One Sprinkler 


The Only Sprinkler with non-pressure, non-wearing Bronze Bearings. Hence will outlast all others. 


Rain King | 


Jbhe BEST SPRINKLERS MADE 





2. Stationary, long reach 








4. Two streams one way 


Manufactured and Guaranteed by 


CHICAGO FLEXIBLE SHAFT COMPANY 
Dept. 3—Sprinkler Division 


39 Years Making 


5600 W. Roosevelt Road 
Quality Products 


CHICAGO 
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operates 


perfectly 
over any cord pulley 


ACCO No. 8 Sash Chain fills the increasing demand for better sash 
suspension material. No change whatever is required in pulley construc- 
tion, for ACCO No. 8 Sash Chain operates perfectly and quietly over 
any ordinary cord pulley. 


25% saving in material 
Tying knots wastes from 4 to 5 feet per window. This means that 
with 100 feet of ACCO No. 8 Sash Chain, carpenters can hang 2 more 
windows per 100 feet. 


—and additional 25% saving in labor 
Experience of contractors shows that carpenters can hang 7 windows 
with ACCO No. 8 Sash Chain in the time it takes to hang 5 windows 
with cord. 

Quick attachments replace slow knot-tying. A coil spring fastener is 
attached to the end link and inserted into the bore of sash, the chain 
placed over pulley drops into frame of its own weight—no ‘“‘mouse” is 
required. The chain is passed through eye of weight and securely 
fastened with a strong hook. 

Copper bearing steel is used exclusively in the manufacture of ACCO 
No. 8 Sash Chain. It has an enduring strength far greater than re- 
quired. ACCO No. 8 Sash Chain will not shrink, stretch, rot, fray or 
tear. 

Your jobber will tell you more about this profitable item—or write us 
direct for complete information. 


AMERICAN CHAIN COMPANY, INC. 


Bridgeport, Connecticut 
World’s Largest Manufacturer of Welded and Weldless Chains 








AMERICAN 
CHAIN COMPANY tne 
in business 


for Your Safety 


100 feet of ACCO No. 8 
Sash Chain is packed in 
a strong canvas bag— 
complete with attach- 
ments—handy for car- 
penters on new construc- 
tion 


Ten cartons are packed in an at- 
tractive counter display, each car- 
ton containing sufficient ACCO No. 
8 Sash Chain for an average double 
hung window. 


Put this ACCO No. 8 Sash Chain 
reminder on your counter or in 
your window. 
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Week of 
April 14th to 20th 


“*VWhen opportunity knocks”? 


ur announcement of an 
open market in all Win 
chester products was the 
knock of opportunity for 
thousands of dealers. 
Judzing from: the re- 
spo ise already received, 
the maior portion of the 
trad2 was waiting for this 
opportunity, and will be 
ready to cash in when our 
big consumer advertising 
campaign breaks on June 
15th. Gun and ammuni- 
tion advertising, as you 
probably have noticed, 
has continued right along, 
and will continue, to- 
gether with the greatly 
increased campaign we 
will run to back up your 
sale of Winchester Flash- 
lights and Batteries. Ice 
and Roller Skates. Fish- 
ing Tackle, Tools and Cut- 
lery. This new campaign 
will be a really BIG cam- 
paign with BIG results for 
every dealer who listens 
tthe opportunity {now 

k nocking at his door. 


s 9 


CK VR _ 











TRADE MARK 



















JUST A REMINDER 


a striking color painting tells the whole 
story at a glance. It was used in our open- 
ing announcement to the trade and will be used 
again—this time in our opening announcements 
to consumers. 


These announcements will appear in Saturday 
Evening Post, American Magazine, Collier’s, 
National Geographic, Country Life, The Sports- 
man, four of the leading boy’s magazines, eight 
of the leading sportsmen’s magazines, and a 
group of farm papers covering fully 75% of 
all farms in the United States. 


Watch, next month, for announcement of the 
sales aids issued to connect you with this big 
campaign and ask your jobber, meanwhile, for 
full details on all of the Winchester old and 


new line products. 


WINCHESTER REPEATING ARMS CO. 
New Haven, Conn., U. S. A. 


New York Office and Showroom 
312 Broadway 
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NEW! 


A sensational 


non-liquid lighter fuel 


... Lyterlife 


A new source of quick profits... 
backed by powerful advertising 
in leading national magazines 


1 ew ...non-liquid . . . non-explosive. .. 
lasting at least six times as long as 
any liquid fuel—Lyterlife is the sensation 
of the lighter fuel market. 

Here’s a fuel that comes in a handy tube 
... a fuel that eliminates all spilling, leak- 
age and waste. That burns without smoke 
or carbon. That can be used in any type of 
lighter, new or old. That does away with 
constant, bothersome refilling. 

A nation-wide advertising campaign for 
Lyterlife has already begun. Advertise- 
ments in the Saturday Evening Post, Cos- 
mopolitan, Life, Time, American Magazine, 
Vanity Fair and the Red Book are telling 
millions of smokers about this remarkable 
new Ronson product. 

Convenient . . . economical . . . revolu- 
tionary ...new...Lyterlife solves every 
lighter-filling problem. Wherever intro- 
duced, its sales have been amazing. Put a 
carton on your counter and in your win- 
dow. Be the first in your locality to show 
this marvelous, fast-selling fuel. Art Metal 
Works, Inc., Aronson Square, Newark,N. J. 
In Canada: Dominion Art Metal Works, 
Ltd., 64-66 Princess St., Toronto, Ontario, 


A squeeze of the Lyterlife tube fills your 
lighter in a jiffy. Eliminates spilling, 
leakage and waste. A single filling lasts at 
least six times as long as any liquid fuel. 


A RONSON PRODUCT 


YTERLIFE 


THE NON-LIQUID LIGHTER. FUEL 


Lyterlife—the only non-liquid 
fuel—comes in this convenient 
tube. Clean and easy to use. 





8 BIG ADVANTAGES 


. Lyterlife can be used in 
any type of lighter. 

. Asqueeze of the tube fills 
your lighter in a jiffy. 

. It lasts at least six times 
as long as any liquid fuel. 

. It eliminates all spilling, 
leakage and waste. 

. It produces a clear flame 
without smoke or carbon. 

6. It will not evaporate. 

. It is non-explosive. Un- 
affected by heat or cold. 

. It is the final answer to 
every lighter-filling 
problem. 











Lyterlife is packed-in brilliant, self- 
selling cartons3 twelve tubes'to the 
carton —each in an individual box. 


Lyterlife is protected by U.S. patents 
pending. Our original U. S. Patent 
No. 1084386 covers lighters using solid 
lighter fuel. U. S. and foreign rights 
covered by other patents pending. 
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Write us or ask The Saturday Evening Post—farm paper adver- 
your jeoter tising—complete merchandising service—bigger, 
for details 
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THE PUNCH OF PERSONALITY 


By LLEW S. SOULE 


HAIN stores are in no 

sense immune to com- 
petition. The system under like system 
which they operate has its 
weakness as well as_ its 
strength. Confronted with 
a competition which aims at 
its weakness, it is just as vulnerable as any 
other type of retail store. 


However, chain store reverses are not 
advertised. When a chain store unit finds 
itself unable to cope with competition in 
any particular locality, it quietly moves to 
another location and nothing is said. We 
hear continually of new units, but we hear 
very little of those which failed to make 
the grade. 


Only a few days ago we received a letter 
from a hardware merchant in a big mid- 
western city, recounting an incident which 
happened in his district. With the letter 
was a circular which had been distributed 
by a prominent chain grocery system an- 
nouncing the closing of a branch store. 

The circular went on to say that the chain 
would be pleased to have the continued 
patronage of customers at its nearest 
branch store. The nearest branch store re- 
ferred to is twenty blocks from the aban- 
doned location. 


In commenting on the situation, this 
hardware merchant writes: 

“This chain store, located in a thickly 
populated section, ‘Gave up the Ghost’ for 
one reason only—real competition by two 
small, yes very small stores, individually 
managed and operated on a capital not to 
exceed five hundred dollars for each mer- 
chant. 


Ownership ‘ breeds Per- 
sonality. The machine- 


“The chain did not arrive 
at this conclusion suddenly, 


incident to but had lost money right 
mass distribution is al- along. because these little 
ways impersonal. 


‘two-by-four’ dealers were 
on the job with personality 
and service. 

“The chain store had an elaborate, big 
building, with all the very latest improve- 
ments, was brilliantly lighted, etc., but no 
personality.” 

While the incident reveals the fact that 
the chain store can be beaten in a competi- 
tive way, it also brings to light something 
equally interesting. We are prone to think 
that only the large individual store can suc- 
cessfully meet chain competition. In this 
case the large, elaborate chain store was 
driven out by the corapetition of two very 
small but efficient independent stores. 


Undoubtedly the chain had greater buy- 
ing power than had its two small competi- 
tors. The independent dealers excelled in 
personality and service. Price was unable 
to overcome those human attributes. 

What is personality? Is there anything 
mysterious about it? No. Personality is 
merely the sum total of your actions, deeds, 
words and general conduct toward others 
which influences people to like or dislike 
you, seek or avoid you, have confidence in 
you, or distrust you. 


It is one of the greatest factors in busi- 
ness today, and often one of the most 
neglected. Price discrimination cannot 
long continue in retail merchandising, but 
personality will always be a factor, one in 
which the independent merchant operating 
his own business will have the advantage. 
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Chicago Store Develops Demand for 
LIGHT-SOCKET I OOLS 


ATER- 
C ing to the 

demand 
for the light- 
socket home 
workshop _ tools 
has developed a 
very large and 
profitable source 
of revenue for the hardware department of the 
Hohmeier Lumber Co. of 1711-15 Belmont Avenue, 
Chicago. This firm has recently remodeled and enlarged 
its hardware department and in the new quarters electric 
tools have been assigned more space than ever. 

E. W. Herbster, manager of their hardware depart- 
ment, says: “Men employed in the building trades gen- 
erally read the papers on the street car or train as they 
return home from work. That is about all of the rcad- 
ing the most of them do. For that reason they have a 
lot of spare time on their hands and like to have a hobby 
for the dull moments. It is natural they would be more 
interested in a hobby similar to their work. That’s the 


ae 
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% : : 


Hohmeier Lumber Company’s hardware de- 

partment finds good market among exclusive 

suburban communities, as well as among the 
working classes 


By) 


reason we _ sell 
them a_ large 
number of elec- 
tric tools. 

“Usually they 
start out by buy- 
ing a scroll saw 
and a % hp. 
electric motor. 
The price of this initial outfit is around $15 or $20. 
After they have used it for a short time and learn to 
appreciate electric tools they will decide they need a table 
saw, planer or lathe, and it is not long before they have 
their workshop fully equipped and a thousand dollars 
or so invested. 

“Our line is very complete, and all of our electric 
tools are light-socket tools, requiring no special trans- 
former or wiring. On this account they have a universal 
appeal.” 

Shorter working hours have made it possible for a 
larger portion of our population to cultivate hobbies of 
varying tastes, and our general prosperity has improved 


_ & Gees EMR. c 











The illustrations ac- 
companying this arti- 
cle are from the 
Hohmeier Lumber 
Company’s hardware 
department. They in- 
dicate the modern 
methods of display 
employed by the store. 
Note that the light- 
socket tools in the 
window are all priced 
on tickets which carry 
real information about 
the merchandise 


until the majority of our 
common people can af- 
ford to indulge in such 
avocations. 

For a year around, in- 
door hobby, the home 
workshop is very popu- 
lar and is rapidly becom- 
ing more so. Recently 
considerable impetus has been given to this particular 
hobby by the vogue for modernistic furniture, as this 
style of furniture is easily constructed by the ordinary 
layman, providing he has the proper tools. 

The present color trend is also responsible for added 
interest as the quick drying, colorful lacquers have made 
the decorating or finishing of home constructed articles 
a rapid and easy process. 


Dorie the past winter the home workshop idea was 
welcomed with open arms by many wealthy business 
and professional men, whose family names have long 
been registered in the social “Who’s Who.” 

In the exclusive Chicago suburban communities, such 
as Lake Forest, the wealthy owners of suburban estates 
vied with each other in having the most complete base- 
ment workshop, and the honor of making the best book- 
case, ship’s model or lamp-stand was hotly contested. 

The equipment in many such workshops is very 
elaborate, running the gamut from every kind of hand 
tool to the latest electrically driven tool, while forges 
and iron working equipment are not uncommon. 

We must also remember that manual training in our 
public schools has changed things from olden times, as 
the younger generation will retain their interest and con- 
tinue to make use of their skill with tools they have 
acquired in school. 


Harpware dealers are in an especially favorable 
position to develop and profit through serving the many 
needs of the basement workshop. The hardware mer- 
chant has the advantage of close contact with tool users 
and is the logical source of supply. 

Most men have always been fascinated with tools to 
a certain extent. They feel proud to know their brains 
conceived the article produced by tools, which were 











guided by their very hands. They have always wanted 
to do more of this sort of work than circumstances would 
permit. But, now that they have the time, the money 
and the desire, thousands of basement floors are littered 
with sawdust, shavings and metal filings. 

Combination electric wood-working outfits are among 
the items every man wants. Some distributors of such 
outfits are advertising extensively in the popular maga- 
zines, selling the outfits on the mail order installment 
plan, whereby the purchaser pays $10 down. This is 
business that belongs to the hardware dealer. 

A demonstration in a hardware window showing how 
easy it is to turn out a nice looking chair with such 
equipment would divert the money going into channels, 
similar to the one described, to the hardware merchant’s 
cash register, where ft belongs. 


O THER methods will also aid in building up the pres- 
tige of the hardware dealer and tool sales will be boosted 
as a result. A friendly rivalry could be fostered among 
the laymen exclusively, window displays could be made 
of the most perfect articles in design, construction and 
workmanship. Display the products of their construc- 
tion in your window. The providing of plans for the 
construction of magazine racks, smokers’ stands, etc., 
and, of course, advertising and talking tools and work- 
shops, will make the hobby of others a profitable one 
for you. 

Of course it is obvious that the sale of tools to the 
man or boy marks only the beginning of sales. As a 
result of their building activities, many other items are 
needed, such as nails, glue, paint, etc. It is important to 
remember these needs when selling tools, for the cus- 
tomer, unfamiliar with these needs, is apt to forget 
them and no opportunity should be overlooked to hold 
the business in this line once started. It is profitable 
trade. 
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“CHECKING UP” 


By SAUNDERS:NORVELL 


T pays to check most propositions very carefully. Of 

course, if one is simply a gambler, then you operate 

on hunches. You take chances. You win or you 
lose. You get rich or you go broke, One great manu- 
facturer in the steel line, who was also during his life 
one of our most picturesque gamblers, said that all he 
wanted was an average of being 51 per cent right. “If I 
could win 51 times, I would be willing to lose 49 times. 
That extra 1 per cent,” he said, “means a fortune.” This 
gentleman must have secured his 51 per cent in the 
breaks, because when he died he left an enormous for- 
tune. 

However, it is better for most of us not to deal in 
lunches, but to try to gét a few facts and figures baek of 
our investing. I have heard of some curious experiences 
as a result of- intentionally or accidentally checking up a 
proposition. These experiences remind me of the saying 
that “all that glitters is not gold.” 

A certain merchant, having a very favorable offer, re- 
tired from business. He had a large amount of cash on 
hand. Among a number of opportunities he had to go 
into business again was one that looked especially attrac- 
tive. This business had a long record of earning power. 
It was quite a profitable business. 


Ar the head of the business was an elderly man, and 
he told this merchant that there was no reason in the 
world for him to sell a large part of his stock, except that 
he wished someone else, largely interested in its stock, 
to take control of the business. This gentleman said that 
he was old, just a little tired, and wished to unload. He 
had no family of his own. He had been looking around 
and had picked out the merchant, about whom I am writ- 
ing, as the ideal man to come into the business. He 
stated, and the figures bore out his statement, that the 
stock, based on its earning power, at the price at which 
it was being offered, was a great bargain. The new- 
comer in the business was offered a very satisfactory 
salary. 

Everything was drifting rapidly toward the closing of 
the deal when the buyer of this large block of stock asked 
if they would supply him with a list of the stockholders 
in the corporation. In checking over this list of stock- 
holders, he found that the control of the stock lay in two 
large blocks—one owned by the present manager of the 
business and the other owned by a lady, the widow of a 
former partner. This lady had never sold a share of her 
stock in the corporation. 

When this matter was discussed with the manager of 
the business, he stated that he and the widow of his for- 
mer partner were very close friends, they had always 
worked together, had never had any differences, and by 
combining their stock, they had the control of the cor- 
poration. The manager even suggested that this mer- 
chant visit the widow with him and talk over the situa- 


tion, . This visit was made, and from the widew’s con- 
versation, she was entirely satisfied with the business ar- 
rangement and was glad to welcome our merchant friend 
into the business. The books, the records of. sales and 
the entire organization of this business were carefully 
gone over and everything checked up in good form. 


ain gentleman who was about to invest, however, de- 
cided to call on a friend of his, a local lawyer in the same 
city. He outlined the plan to this lawyer: He told him 
what a good proposition it seemed to be. “Of course,” 
said the merchant, “if the present manager should die, I 
would find myself in business with the widow, and nat- 
urally I have no assurance that the widow. and myself 
would get along as well as she had with the previous 
manager. That, however, is simply one of the -usual 
risks of business.” 

The old lawyer sat in his easy chair at his desk, rested 
his elbows on the arms of his chair, brought his fingers 
together point to point, leaned back and carefully studied 
the ceiling for a few moments. Then he turned to our 
investing friend and asked, “What about the. wills of the 
manager of this business and of this widow. In case they 
die, who gets their stock?” 

This was a point that our merchant. had- completely 
overlooked. He therefore made direct inquiries, and 
imagine his astonishment when he found that the mana- 
ger of the business and the widow, both of whom were 
religious people and members of the same church, had 
left their entire holdings of the stock in this large cor- 
poration to an orphan asylum. In other words, our 
friend, if he had made this investment, would have 
found himself as the active manager of a business with 
a Board of Trustees of an orphan asylum as partners! 
This situation killed the trade. This was a chance too 
great to be taken with two elderly people. 

Since then both the former manager of this business 
and the elderly widow have passed away. The control 
of this business has fallen into the hands of a Board of 
Trustees of an orphan asylum. The business itself has 
ceased to develop; in fact, has shrunk to a very small 
part of its former size and importance. 


Many good small businesses remain small because 
they are so very carefully, cautiously and conservatively 
managed. To develop a business rapidly certain chances 
must be taken. It takes courage to take these chances. 
If this courage is backed by good judgment, and if the 
business itself is fundamentally a sound one, great. suc- 
cess can be achieved, but back of all this success, at one 
time chances were taken that almost amounted to a 
gambler’s chance. 

I know two partners who had a small but .safe and 
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' profitable business. One partner was very conservative. 
He was the type who constantly repeated, “Let well 
enough alone.” The other partner was aggressive. He 
wished to push the business, He. was willing to take 
chances. has 

One year, this aggressive partner, who was practically 
in charge of the business, in carrying out some of his 
ideas very largely increased the expense account. The 
conservative partner at the end of the year, when he saw 
the figures, became very much alarmed. He called on 
his aggressive partner at his home one evening and 
asked to be bought out. He did not like the manner in 
which the business was being managed. The aggressive 
partner saw his banker and managed to buy out the con- 
servative partner. Then the conservative one went about 
town telling all about the “extravagance” of his former 
partner. 

But the years passed, and this business, under the ag- 
gressive management of this extravagant partner, became 
one of the greatest businesses of its kind. It became 
enormously profitable. It built up several great fortunes. 
But to his dying day, the conservative partner said it was 
all luck—just an accident; that by all the rules of good 
business his former partner should have failed years ago. 


"T uere was another merchant I knew who was the 
head of quite a large business. This merchant had the 
peculiarity, I remember, even in the coldest weather, of 
walking around in his store in his shirt-sleeves. He also 
was aggressive. He took chances. He, too, had a con- 
servative partner, and this partner was often worried 
about the things that were happening in the business, 
and he used to go home and tell his wife about all of his 
fears and troubles. Still the business grew, and year 
after year it became more profitable. 

But every year, this conservative partner was worried 
stiff. He just felt that their prosperity was not natural 
and could not continue. So one day he died and left his 
entire stock in the business to his widow. This widow 
had heard so much about the poor business ability of the 
surviving partner that she was very much worried about 
losing all of her fortune in the stock of this business with 
this wild partner. 

One day, she happened to make the remark at a tea 
party that the business was being run by a wild man, a 
regular devil. This story came back to the hard working 
partner, who was developing the business. He said noth- 
ing. Then the widow, through her lawyers, offered him 
her stock, and he paid her a handsome price. The busi- 
ness continued to grow. They had several very success- 
ful years. The stock doubled in value. 


Ore day, the lawyer of the widow appeared in this 
man’s office and suggested that the widow buy back the 
stock, of course, at the price at which she had sold it. 
In the meantime, the widow had made several bad invest- 
ments. She had lost a good share of her money. The 
argument was advanced that as her husband had helped 
start the business, and had done his part with his energy 
and his capital to put it on its feet, that it was hardly 
fair for the widow now to be “frozen out.” The reply 
of the remaining partner to the widow’s lawyer was 
characteristic. He said, “You go back to Mrs. Smith 


and tell her that the devil and Tom Walker are running 
this business, and that there is not a solitary share of 
stock for sale!” 


Mansy men, especially men running the smaller class 
of businesses, are very efficient and well posted in their 
particular business, but outside of their regular lines 
they are frequently not posted at all. 

Of course, in these days, the heads of our great cor- 
porations must be pretty good lawyers. Every corpora- 
tion in this country today is so much involved in law that 
a president who is not a fairly good lawyer could hardly 
fill his position. Now I am not advocating that the 
president of any corporation, even a very large one, 
should attempt to be his own lawyer, but I do say that 
he must know quite a little about law. Where a president 
does not know anything about law, he can make a good 
many mistakes just because he would not know that he 
was on dangerous ground. A President of a corpora- 
tion should know enough law to know when to call in 
the services of a good lawyer. 

In many small concerns, in order to save the fee of a 
lawyer, partners try to draw up legal contracts and docu- 
ments, with some very amusing results. Sometimes 
these results are not so amusing as they are expensive. 

Here is a case that recently came under my observation. 
A small concern decided to issue Preferred and Common 
stock. They gave one share of Common no par stock 
with every share of Preferred. This was done to help 
the sale, but in the circular they got out selling this Pre- 
ferred stock, instead of saying that the dividend of 7 
per cent was cumulative, as they intended to say, they 
said it was guaranteed. Everybody who bought this Pre- 
ferred stock with a share of Common, actually had a 
letter from the corporation guaranteeing the dividends 
on their Preferred stock. These stockholders were not 
really partners in the business. They were exactly in the 
same position as bondholders. If at any time these divi- 
dends on the Preferred stock were not forthcoming, with 
their “guarantee” they could have brought suit against 
the company and used the assets to make the guarantee 


contract good. : 


A S a matter of fact, this gentleman wanted the writer 
to buy some stock in his company, and handed him one 
of these guarantee circulars. The statement of this com- 
pany was excellent. They had paid dividends on their 
Preferred stock at the rate of 7 per cent for twenty-two 
years. The stock, based on the facts and figures of the 
business, was a very fair purchase, and, of course, with 
the guarantee feature, it was an excellent purchase. 

In discussing this business with their president, I in- 
quired into its history. The business was ninety years 
old. With the exception of a few years, it had always 
earned fair profits. I have known the gentleman who 
called on me for a number of years, and he is a man of 
the highest integrity. He has devoted his entire life to 
his business and under his administration, it has done 
better than ever before. 

But when I inquired about who would run the busi- 
ness in case of the death or disability of this gentleman, 
he stated there was no one. He told me he had a son 

(Continued on page 59) 








HARDWARE AGE for APRIL 18, 1929 





The PRACTICAL Usk of the DRAWLET 


NTIL recently the field of the lettering pen has Anybody can do lettering with this pen, as it requires 
been a limited one. There are numerous lettering no “breaking in” ; it will not spread like a brush and will 
pens on the market today which were never heard not break under heavy pressure, and has become part of 

of a few years ago, but the ever-increasing demand for every progressive show card writer’s equipment. 

show cards has made the lettering pen a necessity ; hence There are 7 different sizes: Nos. 1, 2, 3, 4, 5, 6 and 7. 

the invention of the drawlet “Speed Pen.” Sizes 1 to 5 are 
The Round Writing and Engrossing pens, with the made for all- 

slanting points, were intended for small lettering, such around or Ro- 


as price tags, and where much small reading matter is DOLLAR 


required on larger show cards. 


No one ever thought of writ- DA Y Pd 


ing large size letters with a 
pen until the advent of this 


speed pen, which is manufac- 
tured by an eastern concern. | AM P 
(Name on request). . 


fo 

















man letters, and Nos. 6 and 7 are 

for square or block letters. How- 

ever, the most popular sizes are 

1, 2. 3. Round Bill. These will be found the most prac- 

tical sizes for the general run of show cards and win- 

dow tickets. It will not be necessary for the beginner 
to purchase all the different sizes. 

To successfully operate the Speed Pen there is one 


Letters F to L Done with N°1l Pen 


ITFCGGIHHI 
JJIJIVKKLLL 








HARDWARE AGE for APRIL 18, 1929 





PEED PEN for LETTERING 


and DRAWING 


By JOSEPH BERTRAM JOWITT 





White Enamel 


Bath Room 
STOOLS 


$ [29° 


Corner stripes of 

red, white and blue 

gave these cards 
distinction 





very important rule that must be observed; that is, to 
keep the “bill” of the pen FLAT on the surface at all times 
when writing, otherwise it is almost impossible to pro- 
duce a stroke of even width. 

A good way to practice the elementary strokes, as 
shown at the bottom of accompanying alphabet plate, is 
to draw a series of lines with ruler and pencil, say, eight 








horizontal strokes, eight upright, eight 
left oblique, eight right oblique, and 
eight circular (use a common school 
compass). Then proceed to fill in 
every other line with speed pen, using 
a ruler or yardstick as a straight edge guide. 

The cards reproduced herewith measure 7 x 11 in., 
which permits 8 to be cut from a full size sheet; this is 
a popular size show card and looks well lettered either 
upright or landscape. The quickest arrangement for the 
laying out and lettering of a show card is known as the 
left and right layout. First an upright line is drawn 
about 2 in. from the-left outside edge of card, and the 
same at the right side. Then the lettering is grouped at 
the left and right of card, beginning at the left upright 
(Continued on page 58) 
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“MAIL ORDER 


BRANCH STORES have Increase 


The above statement is taken from the first 
letter published on this page and gives a 
definite observation of a progressive hardware 
merchant who has studied the new competition 
faced by the establishment of a mail order 
branch store in his town. Read his letter and 
note also his reassuring comment that on goods 
of equal quality he has no difficulty in meet- 
ing prices but that on a general basis he is not 
trying to meet prices. This letter also agrees 
with the viewpoint that the merchant in a town 
a few miles away feels the brunt of new mail 
order competition.—The Editor. 





Brought New Business to Town 


FariBAULT, Minn.—“One of Chicago’s mail order 
firms opened a retail store around the corner from us in 
1927. Much new business was brought to town. We 
have no trouble in price on an equal quality. Do not 
try to meet their goods on a price. In many instances 
comparison of price is in our favor. The M-O store 
has increased our trading radius 100 per cent. The 
merchants who suffer most are ones in towns 10 to 15 
miles away.” 


(Signed ) T. H. Loyuep & Son. 





We Have Not Suffered - 


SALEM, Ore.—“The matter of the catalog house and 
their retail store covers a lot of facts and comparisons. 

“Ist. Our business has not suffered in either gross 
or net sales or in net profits since the mail order firm 
established their branch here and this is quite a surprise 
to me, I must admit. 

“2nd. The policy of this house seems to be PRICE 
only. The customer seems to see this plainer since they 
see the goods before ordering. And also we are able 
to compete with them on most all heavy and bulky 
articles at our regular prices. We are and have been for 
a long time full carload buyers of all heavy goods, so we 
have a slight price advantage of the smaller dealer. 

“3rd. I cannot see that the location of their house 
has brought any more business to town. Our depart- 
ment stores, furniture men and hardware stores all 
carry a much superior stock with a much finer selection, 
so why should a buyer descend to a second grade store 
for a few baits on known price goods. 

“4th. The only thing I personally object to is the 
way they try to undermine the dealers local pres- 
tige. I mean that they offer a standard make saw at 
$2.50 with the remark that ‘your dealer is charging you 
$3.25 for this same thing.’ Then they offer him their 
special brand saw for $3.00 that is worth at any retail 
store not a cent over $2.00. 

“Sth. I can plainly see that the buying public will, as 
they always have, pay for their folly. I mean that we 


are curtailing credits, refusing deliveries, and giving less 
service where possible. If we were to completely elimin- 
ate credits, delivery and personal service, we could easily 
compete with any mail order house or chain.” 

(Signed) Gro. E. ALLEN. 





Feel Competition During Dull Periods 

Boise, IpAno—‘‘Concerning the effect of the mail 
order competition on the retail hardware dealer, we feel 
the effect of these stores the worst during the dull sea- 
sons of the year. Their low prices are felt mainly in 
the nationally advertised leader that they feature and in 
heavy hardware like wire and nails. 

“I believe that these stores do tend to draw trade into 
the city and that their effect is felt as badly, if not worse, 
in the immediate towns around.” 

(Signed) C. E. SPRINGER, 
Springer Hdw. Co. 





Have Not Helped 


ARKANSAS City, Mo.—‘Since the mail order store 
located here it has hurt our business very materially. A 
jeweler here claims it has helped his business. They 
have forced us to recognize price competition. We find 
it is very convenient to go to them and get what they 
can and what they can’t supply there, they will come to 
us and get. It would be very difficult to say they have 
at any time helped us. They are simply one more com- 
petitor in town. They pull some trade from quite a 
long ways but when they can’t sell a customer we have 
very little chance. I can not see where they in any way 
help a town. I would as soon see them located in a 
neighboring town as here. They are locating a store 
just thirty miles from us so you can see they are riot 
helping us any from that direction, and normally we have 
a nice trade from that town. 

“Unless the manufacturers wake up and, instead of 
charging them less for what they buy than the retail 
merchant has to pay, they should charge them more, or 
the manufacturer will put themselves out of business. 
I know of one item on which our jobber was buying 
this glass by the car load for ten and one-half cents. 
The mail order house was buying this same glass for 
less than our jobber, they in turn had no trouble selling 
this glass for fifteen cents, where the retail merchant 
was paying twelve and one-half cents for this glass. It 
is manufacturers like this that are simply cutting their 
own throats and don’t know it. Ina few years if there 
is no retail merchant left, the mail order house will tell 
them what they will pay for their merchandise.” 

(Signed) H. S. Cottinson. 





Do Not Help Town Permanently 


Nixes, Micu.—“Our business has not improved. We 
have lost some city as well as rural trade, mostly the 
latter. We have sold some customers outside our trad- 
ing area, who have been attracted here by the new store. 

“The average buyer expcts to find everything in their 
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store that they catalog. Their variety is very limited. 

“They have large sales on automobile tires, batteries 
and electric washers. On other merchandise the compe- 
tition is not felt, except that it is one more store. 

“On other goods than those mentioned, the indepen- 
dent merchant with good merchandise and fair prices, 
need not worry. It has hurt the retailer of cheap mer- 
chandise; and the ones who conduct frequent sales at 
cut prices. 

“The mail order house store will not improve our city 
as a market place for an order trading area. However, 
it did at first, but after finding their stocks incomplete, 
you don’t often see the same customers again. 

“T think merchants in smaller towns from as far as 30 
miles feel the effects of the store, perhaps more in pro- 
portion than we.” 

(Signed) C. M. Monrtacue. 





Here’s a Good Analysis 


St. PAuL, Minn.—“A Chicago mail order house has 
been established in St. Paul witha large retail store for 
about five years. This retail store is reported to be 
doing three million dollars’ worth of business a year. 
No doubt a certain portion of this is hardware which, 
if they were not here, would be split among the hardware 
people of St. Paul. We do not believe that they bring 
into St. Paul a class of people who buy anything from 
us. We also believe that a lot of people who would 
ordinarily buy from us are buying from them simply 
because they think their prices are lower without com- 
paring our prices. We have known of people coming 
into our store who, when they see our prices, remark 
that our prices are as low as the mail order store and 
it seems to surprise them. 

“In looking over this firm’s catalog, we find that there 
are approximately five or six hundred items of hard- 
ware which are the peak items in their respective lines. 
We have made it our business to mark these items in our 
stock at prices as low as theirs; for example, there may 
be two sizes of wrenches which are in their catalog 
which are slightly lower than the regular resale prices. 
We meet their prices on these two numbers and have the 
regular price on the others. 

“It is quite possible that they might draw a certain 
class of trade to town which some day might divert some 
of its purchasing power to the local merchants. There is 
no doubt but what this local house is pulling consider- 
able business from the near-by small town merchants. 
A great difficulty we see in chain stores and stores of the 
mail order type is the psychology that seems to exist in 
the minds of the public that their prices are cheap. 

“We have rearranged our store on a modern merchan- 
dising plan with open tables and have one of the finest 
looking hardware stores in the country today. Con- 
ditions in our city have not been very good for the last 
year or two which has made it rather difficult to see what 
the actual result is going to be for the work which we 
have done in the store, which was done about a year 
ago. It is our belief that we are going to improve our 
sales a great deal by our new method of showing goods. 





Our Trading Area 100%” 


“We think that the problem in a largé city is a lot 
different than in a smaller town. We have eliminated 
from our store all house-furnishing goods such as pots, 
pans, gas stoves, refrigerators, etc. There is a natural 
traffic of ladies’ business in department stores which 
diverts their purchasing power in lines of this type to 
the department stores in a natural way. In order for 
us to get this business, it would be necessary for us to 
spend too large an amount of money for newspaper ad- 
vertising. 

“We are watching this trend of retail merchandising 
very closely and are doing everything in our power to 
maintain our position as local retail hardware merchants. 
It is the general belief that merchants who are carrynng 
out the plan which we are carrying out here are going 
to survive. We are in hopes that the next year or two 
will put us in position to tell pretty well where we are 


- (Signed) J. R. Raymer, 
Raymer Hardware Co. 


Comparison of Values and Quality Always 
in Our Favor 

Ciinton, Itt.—‘‘When values are compared the re- 
sult is to our advantage; when quality is considered we 
invariably sell the customer. The mail order branch 
store has brought people from 25 to 40 miles to our 
town and they usually visit our store and often we sell 
them the very item they had come to town to buy from 
the mail order store. Whenever we have had the op- 
portunity to show our goods on a comparative basis we 
have convinced the customer that our values are right. 

“We are located only three doors from the mail order 
store. We feel that our business has profited by their 
being here.” 


(Signed ) Costrey, Costtey & STONE. 





Do Not Handle Their Loss Leaders 


Miami, OxLa.—“‘We have a large mail order branch 
store just across the street from us, and they do a very 
large business, and while they draw trade from many 
miles around we question the good they do to our town. 

“They have some real bargains, and also have made 
leaders of standard merchandise. This we cannot under- 
stand. We have been noticing their prices on various 
articles such as on baits that cost us $5.40 and supposed to 
retail for 75c. They sell for 60c. Pork rind baits which 
cost $3.50 doz.; they sell for 36c. per bottle. Food 
choppers cost $1.25; they sell for $1.65, and many 
similar items. We do not know where we are going to 
get off with such prices. 

“True we have lots of complaint on their merchandise, 
and some on their prices, but not sufficient to overcome 
a lot of their leaders. 

“We know there are many articles they price low for 
leaders, and do not have them in stock. 

“We are doing our best to meet the situation and ap- 
preciate the Harpware AGe’s many interesting articles.” 

(Signed) F. E. Mrtiner, 
Millner & Fribley. 








Harpware AGE for ArRit 18, 1929 





It is easy to buy in this store—Smith-Winchester 

Company, Jackson, Michigan. The auto acces- 

sories department shown here is one of the most 
profitable departments 





Make It Easy to Buy Your 


HE open 

road is al- 

ready call- 
ing insistently to 
the motorist. This summer will see more automobiles on 
the universally good roads of the country than ever be- 
fore, and it should be remembered that the motorist is a 
generous spender. The hardware merchant dealing in 
auto accessories should make it as easy as possible for the 
car owner to buy accessories at the hardware store. 


Tue modern type of display tables are particularly 
adapted to just that purpose. The photograph above is a 
good example of an inviting layout of automobile mer- 
chandise. It is the store of the Smith-Winchester Co., 
Jackson, Mich. The spacious aisle all around a table, 
carrying a wide variety of items, is most compelling in 
its appeal to the shopper. The owner of an automobile 
who is the least mechanically inclined, sufficiently so to 
care for his car, cannot resist a display of these items, 


Auto Accessory Lines 


attractively ar- 
ranged as well 
as price ticketed. 

Successful 
automobile accessory departments find that this line of 
merchandise ties up well with the regular tool depart- 
ment. Whether your customer is a car owner who does 
his own repairing or a garage mechanic, he is interested 
in the tools that you are displaying. 


Ture are many items that do not go with the 
“completely equipped” car, and the hardware merchant 
will do well to check up on them. There are seat covers, 
rugs, cigar lighters, clocks, etc. It is also a fact that 
very few cars come equipped with a good set of tools. 

Replacements are needed on cars other than the new 
ones. Make a careful survey of the items that are likely 
to be in demand and bring them out into the daylight, 
ticket them, keep them in clean selling condition and 
see them move along briskly. 
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Clark Bros. Bolt Co. Is Celebrating Seventy-Fifth 
Anniversary of Founding 


Clark Bros. Bolt Co. of Milldale, Conn., 
manufacturer of bolts, nuts, screws and 
kindred products, is this year celebrating 
its seventy-fifth anniversary. 

The history of the company during the 
three-quarter century period is replete with 
interesting episodes incident to the early 
struggles of the organization. In its his- 





EDWIN S. TODD 











tory can be read the history of the nut 
and bolt industry in America, for the com 
pany was one of the earliest to engage in 
that industry and is one of the oldest in 
the field today. r 


| 





The bolt and nut industry was first | 


established in America by Messrs. Rugg 
and Barnes in 1837. In 1851 William J. 
Clark invested his entire capital of $600 
in a small factory building on the Quin- 
nipiac River at Milldale and engaged in 
the manufacture of cold pressed nuts. The 
plant was barely established before a dis- 
astrous fire broke out in the following year 
and wiped out the entire plant and con- 
tents. 

Sixty days after the fire, a new plant 
was in operation. It was a larger building, 
and washers and kettle ears were added to 
the output. In 1854 the present firm had 
its inauguration through the forming of a 
partnership between the three Clark 
brothers, William J., Henry H., and 
Charles H., with the firm name of Wil- 
liam J. Clark & Co. 

Many valuable inventions now connected 
with the industry had their origin in the 
Clark Bros. plant. Here was developed 
the second machine that ever successfully 
headed and cut the bolt off the rod in one 
operation, turning out plow bolts at the 
then almost unbelievable rate of 8000 a 
day. Other devices and patents originat- 
ing at this plant were semi-hammer dies, 
box dies, “Clark’s concave square” and the 
making of carriage, machine and plow 
bolts by the so-called “cold forging” 
process, now so universally used. 

A new and larger factory was erected 
in 1868. The company’s products at that 





, completely wiped out the 


time covered a broad range, including 
nearly every style of bolts, nuts and rivets 
in use and also lag, coach and skein screws. 
William J. Clark, founder and senior part- 
ner, remained with the company until 1871, 
when he sold his interest to his brothers, 
who admitted others to the partnership 
and changed the firm name to Clark 
Brothers & Co. 

In November, 1893, another serious fire 
Clark plant. 
Despite the difficulties, within two months 
a new building was sufficiently complete 
to set machinery in motion and again take 
up production. 

The co-partnership continued until 1903 
when the business was incorporated under 
the name of Clark Bros. Bolt Co. Eight 
years later the company abandoned its 
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building on the Quinnipiac River and 
erected a new manufacturing plant in Mill- 
dale. The new structures and the equip 
ment make the present plant one of the 
largest and best equipped bolt plants in 
the country. 

Charles H. Clark remained the active 
head of the company until a few years 
ago. Many of the employees have been 
with the firm for anywhere from 25 to 60 
years and similarly many Clark customers 
have been served by the company for long 
periods of time. One firm has been a 
steady Clark customer for more than 66 
years! 

The present officials of the organization 
are Edwin S. Todd, president; Oscar G. 
Knapp, secretary and treasurer; Walter D. 
Wallace, assistant secretary and treasurer, 
and Boughton T. Noble, superintendent. 


Doyle a Remington Director 


At the recent annual meeting of Rem- 
ington Arms Co., Inc., New York, N. Y., 
Charles E. Doyle of Charles E. Doyle & 
Co., New York, N. Y., was elected to the 
directorate. Other directors were re- 
elected. 











Osborn Mfg. Co. Has Advanced 
Titgemeyer to Vice-President 
C. W. Titgemeyer has been elected vice- 

president in charge of brush division sales 

of the Osborn Mfg. Co., Cleveland, Ohio. 

There comes under the direction of Mr. 

Titgemeyer the branch offices of the com- 

pany at New York, Detroit, Chicago, Los 

Angeles, and San Francisco. 

Mr. Titgemeyer came with the Osborn 

Mfg. Co. as an office clerk in 1907, and has 

been a member of the sales organization 





C. W. TITGEMEYER 
























since 1909; and has been sales manager 
since 1924. 

At the annual meeting of the company 
held this month, W. A. Rowe and Philip 
F. Smith were elected directors to fill 
vacancies on the board. R. W. Hisey was 
elected secretary and factory manager, 
machine division. Ralph B. Jones has been 
appointed assistant sales manager, brush 
division. 


W. Glenn Pearce Speaks at 
North Jersey Dealers’ Meeting 


W. Glenn Pearce, assistant secretary of 
PASHA, was the principal speaker at the 
April 9 meeting of the North Jersey Hard- 
ware and Supply Association, held in the 
Elks Club, Perth Amboy. 

The speaker tiscussed various phases of 
the chain store’s position in the picture of 
present-day distribution. He quoted talks 
regarding chain store competition delivered 
at recent State hardware conventions, and 
spoke optimistically of the hardware 
man’s competition with the chain store. 
From the discussions which followed Mr. 
Pearce’s talk, it was clearly brought out 
that the Jersey dealers had no fear of the 
chain stores and were making an earnest 
attempt to modernize their establishments 
and their merchandising policies. 

A delegation from the Jersey Shore 
Hardware Association were present. E. L. 
Coyte of that organization conducted an 
excellent question box discussion period. 

The North Jersey association has been 
rotating its monthly meetings throughout 
various cities in the State. The May gath- 


| ering will be held in Newark. 
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Old Guard Annual Meeting 
and Dinner on April 23 


Arrangements have been made for the 
annual meeting and dinner of the Old 


Guard, Southern Hardware Salesmen’s 
Association, at Biloxi, Miss., April 23, 
1929. 


President Hillman has appointed Hugo 
Weidemann, Henry Archer, and Sheffield 
Clark as a committee to handle the dinner 
arrangements, while N. A. Gladding will 
have charge of the music. The arrange- 
ments will be similar to those of last year, 
and members stopping at the Edgewater 
Gulf Hotel will have the benefit of a credit 
for their regular dinner. 

Three new members have been elected 
to the organization: Frank E. Smith, with 
R. E. Dietz & Co. Chicago; Robert J. 
Hawk, with Sheffield Clark & Co., Nash- 
ville; Edward C. Barnett, with Reed 
Manufacturing Co., Erie, Pa. 

As most of our readers know, the Old 
Guard is an organization of salesmen and 
sales managers who have sold hardware 
and retail lines to the hardware jobbing 
trade in five or more of the Southern and 
Southwestern States for fifteen years or 
longer. The membership is limited to 100. 
One of the ambitions of every hardware 
salesman traveling in the South is to even- 
tually win membership in the Old Guard. 

The organization holds its regular meet- 
ing each year during the week of the 
annual convention of the Southern Hard- 
ware Jobbers’ Association, and in the same 
town where the jobbers’ sessions are con- 
vened. 


Boston Woven Hose Announces 
Sales Personnel Changes 


Boston Woven Hose & Rubber Co., 
3oston, Mass., announces the addition of 
H. S. Merrill to its sales staff in the 
Denver territory. 

For eight and a half years Mr. Merrill 
was with the Boston Belting Co. in the 
southeast territory, and has an extensive 
experience with mechanical rubber goods. 
He was also previously affiliated with The 
B. F. Goodrich Rubber Co. 

C. W. Stanton leaves the Denver terri- 
tory to Mr. Merrill and moves to Cleve- 
land, where he will have charge of the 
Ohio territory. L. P. McGoff, who has 
represented the company in Cincinnati fot 
several years, has returned to New 
England, where he will devote his time 
to a special type of field work in the 
New England: States. 


Syracuse Glass Co. Is Host to 
Centrai N. Y. Hardware Dealers 


The April meeting of the Central New 
York Hardware Association was held at 
the offices of the Syracuse Glass Co., Syra- 
cuse, N. Y., on Monday evening, April 8. 
More than 35 merchants were present at 
the business session. 

Before the meeting the visitors were 
entertained at a dinner served in the pleas- 
ant cafeteria of the Glass company. They 
were then shown through the plant and 





initiated into the mysteries of glass mak- 
ing. The company’s entire force worked 
overtime so that all phases of manufacture 
might be well demonstrated. Each visitor 
was presented with a handsome glass desk 
weight. 

John C. Baur is president of the asso- 
ciation. Alva Tharret is vice-president; 
John L. Bubb, secretary, and Donald D. 
Ausman, treasurer. 


Bruce Keener, Sr., Is Dead— 


President, C. M. McClung & Co. 


Bruce Keener, Sr., president C. M. Mc- 
Clung & Co., wholesale distributor of hard- 
ware in Knoxville, Tenn., passed away on 
April 2 at his home in that city. He was 
70 years of age. 





BRUCE KEENER, Sr. 


The death of this well-known hardware 
man was brought about from complications 
resulting from a wrenched back, sustained 
in performing an act of courtesy by sep- 
arating the tangled bumpers of two auto- 
mobiles in front of his establishment. An 
examination showed that there was a slight 
spinal fracture, and from this a kidney 
complication arose. 

Mr. Keener was born in Tennessee, and 
after completing a three-year college course 
entered the employ of the McClung or- 
ganization. He was a faithful worker 
and advanced through the various depart- 
ments. On the death of C. M. McClung, 
Mr. Keener was chosen president. His 
death culminated a 40-year period of ser- 
vice with the organization. 

He is survived. by his widow, a son, 
Bruce Keener, secretary of the company, 
two daughters and several grandchildren. 





Supplee-Biddle Hardware Co. 
Distributes Eveready Radios 
The National Carbon Co., New York, 

N. Y., has appointed Supplee-Biddle Hard- 


ware Co., Philadelphia, Pa., as a distrib- 
utor for its Eveready radio line. 





Bremer-Tully Mfg. Co. Sold to 
Brunswick-Balke-Collender Co. 


The announced purchase of the Bremer- 
Tully Mfg. Co., 656 Washington Boule- 
vard, Chicago, Ill. capital stock by the 


; Brunswick-Balke-Collender Co., Chicago, 











places the Bremer-Tully company in an 
advantageous position, giving it the sup- 
port of large resources of almost every 
kind and type, including an additional en- 
gineering staff, wood and metal produc- 
tion facilities all backed by 84 years of 
manufacturing experience, and sources of 
supply that will tend to make it one of the 
foremost factors in the radio industry. 

J. C. Tully and H. A. Bremer retired 
from the business on March 31, and R. T. 
Pierson, who has been connected with the 
company sinee October, 1928, has been 
elected president. R. E. Smiley is now 
vice-president in charge of sales. 

The Bremer-Tully Mfg. Co. will retain 
its separate identity as heretofore, without 
change in the general methods of distrib- 
uting its products, and it will be operating 
under licenses granted by the Radio Cor- 
poration of America, Westinghouse Elec- 
tric, General Electric, Hazeltine Cor- 
poration, Latour Corporation, and Meisner. 





Irwin Auger Bit Co. Names 
B. M. Hiatt Sales Manager 
B. M. Hiatt is now sales manager in 


charge of advertising and sales for The 
Irwin Auger Bit Co., Wilmington, Ohio. 





B. M. HIATT 


He is well known to the trade and has 
been an active figure at many hardware 
conventions in various part of the country. 





Federal Radio Corp. Appoints 
W. Bergman Co. of Buffalo, N. Y. 


Federal Radio Corp.,. Buffalo, N. Y., 
announces the appointment of. W. Berg- 
man Co., Buffalo, as..a wholesale distrib- 
utor of the Federal Ortho-sonic radio. 

This jobbing house operates branches in 
Olean, N. Y., and East Aurora, N. Y., as 
well as a branch in Buffalo. 





Frank D. Taylor Has Joined 
Trimont Manufacturing Co. 


Frank D. Taylor has joined the sales 
promotion department of Trimont Mfg. 
Co., Inc., Boston, Mass. 

For twenty years Mr. Taylor was affili- 
ated with The Peck, Stow & Wilcox Co., 
Southington, Conn. and was for many 
years secretary and sales director of that 
organization. 
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Cleveland Stone Co. Merges 
with Ohio Quarries Company 


An announcement of unusual interest 
was made recently to the effect that The 
Cleveland Stone Co., Cleveland, Ohio, and 
The Ohio Quarries Co., also of Cleveland, 
have merged their interests into one new 
company, which, it is reported, will oper- 
ate under the name of The Cleveland 
Quarries Co. 





H..W. CALDWELL 


This brings together the two outstand- 
ing sandstone interests and makes one of 
the largest and strongest sandstone pro- 
ducers in the world. 

The Cleveland Stone Co. was_ incor- 
porated under that name in Cleveland in 
1886 and is itself a result of a wholesale 
merger of some twenty other stone com- 
panies, which gave this company at that 
time a strong command of sandstone pro- 
duction. 

Both companies have developed highly 
trained and thoroughly experienced sand- 
stone organizations, and the welding of 
these two organizations into one gives 
sandstone users a breadth of service never 
before approached in this industry. The 
officers of the new company will be as 
follows: 

Chairman of the board, W. A. C. Smith, 
president Ohio Quarries Co.; president, 
H. W. Caldwell, president The Cleveland 
Stone Co.; executive vice-president, F. D. 
Kellogg, vice-president and treasurer The 
Ohio Quarries Co.; vice-president and 
treasurer, J. R. Miller, vice-president and 
treasurer The Cleveland Stone Co. 

The Cleveland Stone Co. operates quar- 
ries at Berea, Amherst, Wakeman, Mari- 
etta, Ohio, and Grindstone City, Mich. 
The Ohio Quarries Co. quarries are at 
Birmingham and Amherst, Ohio. 

A logical part of the stone business is 
the cutting operations, a large part of 





Cut Stone Co., with plants in Amherst, 
Ohio, and a new plant under construction 
in Cleveland, and it is reliably reported 
that The Cleveland Quarries Co. will ac- 
quite The Ohio Cut Stone Co., making the 
new company a complete quarrying, cut- 
ting, and selling organization. The Sterling 
Grinding Wheel Co., Tiffin, Ohio, which 
for some years has been under the con- 
trol of The Cleveland Stone Co., will be 
operated as the Abrasive Division of The 
Cleveland Quarries Co. 

The Sterling Grinding Wheel Co. was 
acquired by The Cleveland Stone interests 
in the fall of 1922, and during the en- 
suing seven years the new vigor and 
strength thus given to Sterling has 
brought this company well to the fore- 
front in the production of wheels and 
machines. The executive direction of The 
Sterling Grinding Wheel Co. continues un- 
der H. W. Caldwell as president. 





Ransom D. Brooks Passes On— 
Former Maydole General Mgr. 


Ransom D. Brooks, for 40 years general 
manager of the David Maydole Hammer 
Co., Norwich, N. Y., passed away recent- 
ly at his home in Binghamton, N. Y. He 
was 69 years of age and had retired from 
the Maydole organization in 1924. 

Mr. Brooks was born in New York on 
July 21, 1859, and was educated at Norwich 
Academy and Eastman’s Business College. 
In 1883 he joined the David Maydole or- 
ganization and three years later became 
general manager. Much credit for the 
growth and prestige of the Maydole com- 
pany is given to Mr. Brooks, who was an 
indefatigable worker for the organization. 
He had a wide acquaintanceship among the 
trade. 

Mr. Brooks is survived by his widow, 
three daughters and a son. 

M. G. Ferris is now general manager of 
the Maydole organization. He was former- 
ly works manager. 


H. W. Lay General Sales Mgr. 
Murphy Varnish Company 


At a meeting of the executive committee 
of Murphy Varnish Co., 224 McWhorter 
Street, Newark, N. J., held on March 27, 
Harold W. Lay was appointed general 
sales manager. 

Mr. Lay has been with the Murphy or- 
ganization for about twenty years, and for 
the last five years has been vice-president 
of Murphy Varnish Co. of Canada, Ltd., 
located in Montreal. 


Union Hardware Co. Transfers | 


Hartshorne to Chicago Area 


Warren Hartshorne has been transferred 
by the Union Hardware Co., Torrington, 
Conn., from its Eastern territory to Chi- 
cago and the Northwest territory. 

Mr. Hartshorne formerly covered New 
York, New England, and eastern Canada. 
His present address is 213114 Ridge Ave- 


which has been in the hands of The Ohio | nue, Evanston, II. 





Greene Tweed Corp. of N. J. 
Recently Formed in Newark 


The builders’ hardware division of 
Greene Tweed & Co., 109 Duane Street, 
New York, N. Y., has been taken over 
by Greene Tweed Corp. of New Jersey, 
whose offices are at 9 Liberty Street, 
Newark, N. J. This subsidiary organiza- 
tion will manufacture and _ sell builders’ 
hardware. 

\ complete reorganization of plant, per- 
sonnel and equipment has been undertaken, 
and a new sales policy has been put into 
effect. The sales force has been strength- 
ened by the addition of several men well 
versed in both builders’ and shelf hard- 
ware problems. 

Edwin Clamp, formerly of The Yale & 
Towne Mfg. Co. is the new assistant sales 
director. He is covering New York City. 
Oscar Greiff is traveling New Jersey and 
Staten Island. Brooklyn, Long Island, and 
New England are in the hands of A. J. 
Prince, and J. C. Burney represents the 
company in upper New York, Pennsyl- 


vania, Washington, D. C., and Maryland. 


L. T. Gleason covers the Central States; 
J. A. Buchanan, the Southern States, and 
Davenport Reade, the Pacific Coast. Chas. 
G. Kemp represents the company in the 
Hudson River Valley and Fairfield County, 
Conn. 

Harold B. Platt is president and treas- 
urer of Greene Tweed Corp. of New Jersey. 
He is also vice-president of Greene Tweed 
& Co. W. Franklin Stone, of Stone, 
Francis & Hart, industrial engineers, is 
vice-president, and J. Eugene Meyers is 
acting as comptroller. Harry Butterworth 
is works manager. 


H. A. Barren Resigns from 
American Steel & Wire Co. 


Henry A. Barren has resigned as vice 

president in charge of operations of the 
American Steel & Wire Co., New York, 
N. Y. He became vice-president in Janu- 
ary, 1928, previous to which he had been 
general superintendent. 
* Mr. Barren’s first employment was with 
the old Cleveland Rolling Mill Co. at New- 
burgh, Ohio, when he was 15 years old. 
In 1891 he became master mechanic of the 
plant, retaining that position when it be- 
came the Newburgh Steel Works of the 
American Steel & Wire Co. 

Mr. Barren was made superintendent of 
the plant in 1901, retaining that position 
until Jan. 1, 1912, when he was appointed 
superintendent of the company’s 
steel works and blast furnaces in the 
Cleveland and Pittsburgh districts. He 
held this position until he became general 


general 


‘ superintendent for the company in 1924. 


Whiting-Adams Co. Appoints 
L. F. Perkins, of Dallas, Tex. 


L. F. Perkins has been appointed sales 
representative of Whiting-Adams Co., 690 
Harrison Avenue, Boston, Mass., in Texas, 
Louisiana, southern Arkansas, western 
Tennessee, and Mississippi. His headquar- 
ters will be at 620%4 North Bishop Ave- 
nue, Dallas, Tex. 
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WASHINGTON NEWS LETTER 


High Standard of Living in United States Discussed by Dr. Leo Wolman, National 
Bureau of Economic Research—February Shipments of Sheet Metalware Drop— 
Price Standardization Bill Likely to Be Held Over Till Later Session of Congress 


(Washington Bureau of HARDWARE AGE) 

The high standard of living in the 
United States is strikingly disclosed 
in the chapter on “Consumption and 
Standard of Living” by Dr. Leo Wol- 
man, National Bureau of Economic Re- 
search, which will appear as a portion 
of the forthcoming fact-finding survey 
conducted by the Committee on Recent 
Economic Changes of the President’s 
Unemployment Conference of which 
President Hoover is chairman. The 
report in full will be made public next 
month. 

The chapter by Dr. Wolman is ex- 
ceptionally comprehensive and treats 
interestingly and informatively of all 
phases of the broad subject covered. 
It reaches into the remarkable evolu- 
tion that has taken place in the eco- 
nomic life of the nation, during the 
past decade particularly, which has a 
direct bearing on industry and trade, 
including hardware and other lines. 
Dr. Wolman points out, for example, 
that simultaneously with the advance 
in the use of the automobile there has 
been a marked development in the pur- 
chase of many commodities that a de- 
cade ago would have been described as 
luxury goods, but which have entered 
so universally into the average budget 
as no longer to be regarded as such. 
The real revolution in American con- 
sumption, involving not only radical 
changes in the ways of living, but also 
profound industrial consequences, it is 
declared, is in large measure, a func- 
tion of the introduction of the auto- 
mobile. It would be difficult, Dr. Wol- 
man says, to find anywhere in eco- 
nomic history so swift and pervasive 
a revolution. To support his statement 
it is pointed out that in 1910 there was 
one automobile to every 265 persons 
in the country; in 1917, one to every 
22; in 1919, one to every 16 and on 
July 1, 1928, one to every six. Since 
1915 the annual production of pas- 
senger cars has been well over 1,000,- 
000 a year and since 1922 over 3,000,- 
000 a year. Production of cars and 
trucks in 1925, 1926 and 1928 exceeded 
4,000,000 units annually. 

Doctor Wolman then turns to the 
growing use of electricity and of elec- 
trical appliances which is declared to be 
one of the most typical characteristics 
of American contemporary industrial 
civilization with its tendency toward in- 
creasing mechanization and the use of 
labor and time-saving devices, not only 


By L. W. MOFFETT 


in the factory but in the home as well. 

|The industry described in the Census 
‘of Manufactures as “electrical ma- 
|chinery, apparatus and supplies” has 
| had a phenomenal growth in a short 
| period. Its value of product of $92,- 
| 000,000 in 1899 had grown in 1925 to 
| $1,540,002,041 and in 1927 to $1,637,- 
| 307,035 and the number of wage- 
/earners employed in it from 42,000 
in 1899 to 240,000 in 1925 and 246,000 
in 1927. 

Some of the items and their growth, 
expressed in value of product, were: 
| Radio apparatus, from $702,000 in 
/ 1914 to $191,228,000 in 1927; batteries, 
| parts and supplies, from $23,402,000 
| in 1914 to $150,216,000 in 1927; house- 
‘hold heating and cooking appliances, 
| from $3,465,000 in 1914 to $72,933,000 
in 1927. 

“* * * These figures indicate the 
pervasive character of electric con- 
sumption,” Dr. Wolman says. “The 
number of incandescent lamps _pro- 
| duced in 1925, for example, was more 
' than 450,000,000 in contrast with the 
output in 1914 of less than 100,000,000. 
The annual value of product of light- 
ing equipment for residential, com- 
mercial, industrial, street and marine 
purposes increased from $180,000,000 
in 1923 to $240,000,000 in 1926. 

“More important, however, is the 
‘increase in the output of electrical 
goods attributable to purchasers by 
the ultimate consumer.’ Here the 
growth has been large and variegated.” 

The following figures are cited as to 
electrical household appliances: 


1919 1927 
Vacuum cleaners .. .$21,842,439 $35,120,738 
aa res 5,646,421 7,347,563 
Domestic ranges, etc. 3,444,170 10,299,148 

1923 1926 
Percolators ........ $2,340,446 $4,297,395 
yp eee 1,433,409 3,236,484 
Wate frons........ 788,669 3,601,411 
| SRS peg: 923,369 301,541 


It will be seen that except for electric 
grills, which showed a decrease, there 
were sharp gains in the entire list. 

It is interesting to note that, in 
view of the enormous growth in the 
manufacture and sale of electric 
refrigerator, Dr. Wolman states that 
“As late as 1925 the production of 
|ordinary refrigerators, moreover, 
showed no signs of being affected by 
the new device.” In 1925 the value 
of the product of the refrigerator in- 
dustry was nearly $58,000,000, having 
risen to this level from $15,000,000 in 





Dr. Wolman quotes reports of 
American Washington Machine 
Manufacturers’ Association showing 
sales as follows: 1923, 718,429; 1925, 
882,499; 1926, 1,029,053; 1927, 944,506. 
| Regarding the radio, Dr. Wolman 
says: 

“Probably the outstanding develop- 
ment in consumption in these past 
years has been the introduction of the 
radio. From a negligible figure of less 
/than $800,000 in 1915, from only 
| $8,000,000 in 1919, and $11,000,000 in 
| 1921, the value of radio apparatus pro- 
| duced increased to * * * $177,000,000 
|in 1925. Nearly 3,000,000 loud speak- 
| ers and a million and a third head sets 
|were produced in 1925. Output of 
|complete receiving sets was about 2,- 
| 500,000 in 1925 as compared with less 
| om 500,000 in 1923. Because of the 
| use of separate products in making the 
|ecomplete sets there is considerable 
| duplication in figures of total value, 
| but the quantity figures indicate that 
| the number of radios produced in 1925 
| was at least double the 1923 output.” 

Doctor Wolman quotes Department 
of Commerce estimates regarding the 
number of homes equipped with radio 
sets in use as follows: 1922, 60,000; 
1926, 5,000,000; 1927, 6,500,000; 1928, 
7,500,000. 


| 1915. 
the 





February shipments of enameled 
sheet-metal ware were 390,577 dozens, 
valued at $1,402,858, as compared with 
427,871 dozens, valued at $1,404,048 in 
January and 372,848 dozens, valued at 
$1,459,188 in February, 1928, accord- 
ing to reports received by the Depart- 
ment of Commerce from 18 manufac- 
turers, comprising approximately 80 
per cent of the industry. 








While efforts may be made to get 
consideration of the Kelly-Capper 
price standardization bill at the special 
session of Congress, which convened 
Monday, it is not believed that they 
will be successful. It is the plan of 
| the administration to have the legis- 
lative program confined as much as 
possible to farm relief and _ tariff 
“readjustment.” It is the plan, how- 
ever, of supporters of the Kelly-Capper 
bill to secure action on it early at the 
regular session which convenes in 
December, granting that nothing can 
be done for the measure at the extra 
session. 
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GENERAL MARKET NEWS 








Spring Hardware Trade Continues 
to Improve in Volume 


NEw York, April 10.—Early expectations of a high level of 
spring trade are being confirmed, according to reports from impor- 


tant market centers. 


The unusually warm wave that was experi- 


enced in some sections has served to start real spring volume going. 


In many instances jobbers are 


receiving generous re-orders, and 


the indications are that this season’s business will show a consider- 


able increase. 


While snow has appeared in some eastern sections, it is regarded 


more as a benefit than a hindr 
buying. 


ance, and has served to stimulate 


Building operations are commencing to show some improvement, 
and it is confidently expected that the balance of the season will see 


norma! activity. 
The industrial conditions of 
satisfactory. 


the country as a whole are very 


At press time factory employment is reported to be at the high- 


est peak for the past two years ( 


this includes unskilled labor), with 


expectations for further improvement. 
Prices are firm and steady, and collections are better than they 


were a week ago. 


Week’s Price Average Drops 
According to Fisher Report 


Prof. Irving Fisher of Yale University 
announced on April 7 that the previous 
week’s wholesale commodity prices, based 
on Dun’s quotations, averaged 97.9 per 
cent. The March average was 98.3 per 
cent. The purchasing power of the dol- 
lar was 102.1 cents on a 1926 basis of 
100 cents. The March average was 101.8 
cents, says the Journal of Commerce. 

Crump’s Index of English prices for the 
week on the revised 1926 level was 94.4. 
The March average was 94.0. 

The Italian index on the revised index 
for the week ended March 30 was 76.2. 


Revenue Freight Loadings Rise 
6331 Cars in Week 


Revenue freight loading for the week 
ended on March 30 totaled 967,029 cars, 
or an increase of 6331 cars above the pre- 
ceding week, the car service division of 
the American Railway Association an- 
nounced on April 9. 

Increases were reported in the loading 
of forest products, merchandise less than 
carload lot freight, miscellaneous freight 
and ore. All other commodities, which in- 
cluded grain and grain products, live stock, 
coal and coke, reported decreases. 





Compared with the corresponding week 
last year, loading of revenue freight for 
the week was an increase of 18,286 cars, 
but a reduction of 19,433 cars under the 
corresponding week in 1927. 

All districts except the Southern and 
Northwestern reported increases in the 
total loading of all commodities compared 
with the same week in 1928, but the South- 
western district was the only one to report 
an increase compared with the same period 


in 1927. 


Bank Debits Up 3.7 Per Cent 
to $20,260,000,000 Total 


Debits to individual accounts, as report- 
ed to the Federal Reserve Board by banks 
in leading cities for the week ended April 
3, which included but five business days 
in a number of cities, aggregated $20,260,- 
000,000, or 3.7 per cent above the total 
reported for the preceding week, and 6.1 
per cent above the total for the correspond- 
ing week of last year. 


which figures have been published weekly 
since January, 1919, amounted to $19,292,- 
000,000, as compared with $18,706,000,000 
for the preceding week and $18,199,000,000 





Aggregate debits for 141 centers for | 


for the week ended April 4 of last year. | 





Business Failures Decline 
in March 


A decided decrease for March in the 
total liabilities involved in business fail- 
ures was reported on April 11 by R. G. 
Dun & Co. At $36,355,691, last month’s 
indebtedness is nearly 34 per cent below 
that for a year ago and about 37 per cent 
less than the total for March, 1927, it is 
declared, these declines being accompanied 
by reductions of 11 per cent and a little 
more than 7 per cent respectively in the 
number of failures. 

“As usual,” declares the review, “most 
of last month’s failures in the United States 
occurred among traders, the number of 
such defaults representing 67.9 per cent of 
the total of all commercial reverses. The 
proportion for the manufacturing insol- 
vencies was 25.8 per cent, leaving 6.3 per 
cent for failure among agents, brokers, etc. 
The respective ratios in March, last year, 
were 70 per cent for traders, 27.5 per cent 
for manufacturers, and 2.5 per cent for the 
“other commercial” defaults. Therefore, 
the latter classification was the only one 
in which no decrease is shown in last 
month's returns. In each instance, sizable 
reductions appear in the liabilities, the 
amounts for the three groups being sub- 
stantially below those for March, 1928. 





March Construction Figures 
Show Increase Over February 


New building and engineering work con- 
tracted for during the past month in the 
37 States east of the Rocky Mountains 
amounted to $484,847,500, according to 
F. W. Dodge Corporation. The above 
figure shows an increase of 34 per cent 
over the total for February of this year, 
but there was a drop of 18 per cent from 
the March, 1928, total. Of the eight dis- 
tricts reviewed below, Texas was the only 
territory showing a drop from the preced- 
ing month’s totals, and it was the only area 
showing an increase over the totals for 
March of last year. 
| Analysis of the March building and en- 
gineering record showed the following im- 
portant classes of work: $197,172,200, or 
41 per cent of all construction, for resi- 
dential buildings; $75,583,800, or 16 per 
cent, for commercial buildings; $71,508,- 
200, or 15 per cent, for public works and 
utilities, and $55,837,300, or 12 per cent, 
for industrial projects. 

Last month’s contract total brought the 
amount of new construction contracted for 
during the past three months up to $1,256,- 
089,300, as compared with $1,485,067,000 
for new construction contracted for during 
the first quarter of 1928, the decrease be- 
ing 15 per cent. 

New contemplated projects reported dur- 
ing March in the 37 eastern States reached 
a total of $886,075,100. 
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Business Is Brisk at Chicago—Firm 


Prices Prevail 


(Chicago office of HARDWARE AGE) 


CuHIcaGco, ILL., April 16.—Staple lines are moving in slightly in- 
creased volume and a marked improvement is noted in the demand 
for seasonable merchandise of every description. 

Bolts, coil chain, rope, rivets, fence, hammers and hatchets, nails, 
files, sandpaper, and steel sheets are among the staples in excellent 


demand in current orders. 


Baseball goods, bicycles, builders’ hard- 


ware, paints and supplies, eaves trough, electrical appliances, fish- 
ing tackle, garden hose, window glass, golf goods, garden tool 
handles, oil stoves and ovens, roller skates, screen wire. poultry 
netting, window and door screens and wheelbarrows are the season- 
able lines especially active at present. 

Warmer weather is needed to stimulate the call for shearing ma- 
chines, lawn mowers, grass catchers and ice-cream freezers. 


Higher prices are effective on steel, 
beveled inside lock sets, which were ad- 
vanced 75c. per dozen. Steel, bit-keyed, 
front door sets are 15c. higher. Local 
jobbers have not, as yet, followed the 
10 per cent advance, recently announced 
by manufacturers of other miscellane- 
ous builders’ hardware items. Sprin- 
klers, nozzles, couplings, etc., are 10 
per cent higher on manufacturers’ quo- 
tations. 
per wire have been subjected to further 
advance, as has copper and bronze wire 
screen. 

One leading maker of flashlights has 
announced lower prices and is bringing 
out a pocket light to retail at 49c. 


Firm prices prevail on practically all | 


articles made of “red” metals, as the 
cost of raw materials is steadily mount- 
ing. Makers of coil chain are talking 
higher prices. Solder and babbitt quo- 
tations are very firm, due to stronger 
lead prices. 

The current business report, issued by 
the Seventh Federal Reserve Bank of 
Chicago, says: “Sales of one hundred 
retail hardware dealers in five States 
included in the seventh district totaled 
0.1 per cent smaller in February than a 
month previous and for 104 dealers 
were 7.4 per cent under a year ago. 
For the first two months of 1929 sales 
aggregated 6.4 per cent less than in the 
corresponding period of 1928. In the 
month-to-month comparison, only Indi- 
ana and Michigan dealers reported in- 
creased sales, the gains averaging 16.7 
and 1.4 per cent respectively, while in 
comparison with February last year 
sales in Michigan alone were larger by 
7.9 per cent.” 

Steel production in the Chicago dis- 
trict continues to average 95 per cent 
of capacity, with no visible signs of any 
immediate letup. Prices are being well 
maintained at firm figures. 

Collections have a fair to normal av- 


erage. 





Some types of insulated cop- ! 





AUTOMOBILE ACCESSORIES.—Tire 
business is picking up with the advent 
of spring weather. Rumors of tire ad- 
vances appear to have subsided. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Spark Plugs.—Splitdorf for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 53c. each: 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Lights.—Appleton, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps.—Rose, 14 
each. 

Tires and Tubes.—Mansfield tires, 
30 x 3% Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 
duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13.25; 32 x 6.50, 
$27.60. Tubes: 30 x 3%, Mansfield, 
$1.30 each; 29 x 4.40 Mansfield, $1.50 
each; 30 x 3% Liberty, $1.05 each; 
29 x 4.40 Liberty, $1.29 each; 32 x 
6.50, $2.70 each. 


BOLTS AND NUTS.—Due to the de- 
mand of repairs to implements, etc., 
this line is more active than is usual. 
Prices are firm, but unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 

Carriage bolts, cut thread, 60 per 
cent discount; machine bolts, cut 
thread, 60 per cent discount; all stove 
bolts, 75-10 per cent discount; lag 
screws, 60 per cent discount. 

All discounts are quoted from “‘full 
case”’ Fsts. 

BUILDERS’ HARDWARE.—Demand 
is better, due to the resumption of 
building operations. Jobbers have ad- 
vanced beveled lock sets 75c. per dozen 
and bit key front door sets are 15c. 
higher. Manufacturers have announced 
advances averaging 10 per cent on other 
items, but local jobbers’ prices remain 
unchanged for the present. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

3%, x 3% steel butts, old copper 
and dull brass finish, $2.16 per doz. 


No. 3280, 


in. cylinder, $1.85 








pair in case lots; less quantities, 
$2.34 per doz. pair; 4 x 4 steel butts, 
old copper and dull brass finish, $3 
per doz. pair in case lots; less quan- 
tities, $3.12 per doz. pair; heavy steel 
bevel inside sets, $5.75 per doz. sets, 
ease lots; steel bit-keyed front door 
sets, $1.60 per set; wrought brass bit- 
keyed front door sets, $2.60 per set; 
eylinder front door sets, $6 per set. 


COPPER RIVETS AND BURRS.—De- 
mand is excellent. Prices are advancing 
so rapidly that factories are quoting 
prices on application only. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 
Copper rivets and burrs, 25-5 per 
cent discount. 


ELECTRICAL MERCHANDISE.—Ap- 
pliances are active. One well known 
flashlight manufacturer has reduced 
prices and added several new assort- 
ments to the line. A pocket light to re- 
tail at 49c. will be featured. Wire 
prices were recently advanced. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Electrical Merchandise.— No. 14, 
rubber covered wire, $7.80 per 1000 
ft.; in less than 1000 ft. lots, $8.05; 


No. 18 lamp cords, $14.00 per 1000 
ft.; in 1000 ft. lots, $13.00; %-in. 
brush brass key socket, 13c. each; 


lots of 25, 12%4c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each; two 
piece attachment plugs, 7%4c. each; 
dry cells, boxes of 55, 32%4c. each; 
less than base lots, 35c. each. 

Electrical Appliances.—Irons, Hot 
Point, $4.20; in lots of six, $3.90; Sun- 
beam, $5; in lots of six, $4.75; Per- 
ecolator, Universal 9169, $16.65. 

Radio Supplies.—Radio B batteries, 
D779E, $1.40 each; case lots of 5, 
$1.30; No. 770, $3 each; packages of 
5, $2.80; No. 772, $2.06 each; packages 
of 5, $1.92; No. 486, $3.20 each; pack- 
ages of 5, $2.97; No. 485, Layerbilt 
battery, less than standard packages, 
$2.22 each; in original standard pack- 
ages, $2.06 each. 

Radio Tubes.—UX-201A, 91c.; UX- 
199, $1.30; UX-227, $1.95; UX-171A, 
$1.6214. 


FIELD AND POULTRY FENCE.— 
Sales continue at levels above 1928, 
with prices same as last season. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
726-6-1214, $28.68 per 100 rods; 1948- 
6-141, $43.62 per 100 rods; 2158-6- 
14%, $48.98 per 100 rods. 


FISHING TACKLE.—Dealers prepar- 
ing for the opening of the season are 
responsible for a good demand. Steady 
prices prevail. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Bronson Level Winding Reels, $1.50 
each; Meisselback Level Winding 
Reels, $3.00 each; Heddon Chief 
Dowagiac Reel C4CD, $7.00 each; 
Heddon Golden Rod, ‘$18.35 each; 
South Bend Plunk-Oreno, $8.00 doz.; 
South Bend Crippled Minnow, $6.80 


doz.; South Bend Teaz-Oreno, $5.00 
doz.; South Bend Whirl-Oreno Dis- 
play on cards, $2.00 card; Creek 
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Chub Pikie Minnow assortment, $4.00 
asst.; Creek Chub Lucky Mouse As- 
sortment, $4.00 asst.; Creek Chub 
injured Minnow Assortment. $2.00 
asst. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—An excellent demand prevails 
Manufacturers of sprinklers, 
nozzles and couplings have announced 
an advance of approximately 10 per 


for hose. 


cent, effective April 1. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Good quality molded garden hose, 
two braid, % in., 7c. per ft.; % in., 
8c. per ft. Molded hose, one braid, 
5g-in., 6144c. per ft.; %-in., 744c. per 
ft. Five ply, wrapped hose, %-in., 
9%c. per ft. Lawn sprinklers, Rain 
King, $28 doz.; Original, fountain 
sprinklers, $6 doz.; Rainbow, 38 in. 
high, $24 doz. 


GRASS CATCHERS.—The season 


not yet far enough advanced for the 
demand to register in current orders. 


Prices remain unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 

Adjustable, galvanized bottom 
catchers for 14 to 16 in. mowers, 
$8.25 per dozen in full packages. 
Adjustable, galvanized bottom catch- 
ers for 18 to 21 in. mowers, $9 per 
dozen in full packages. Adjustable, 
plain canvas bottom catchers for 12 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Handles, Agricultural.—Hay fork 
handles, straight, chucked and bored, 
X 4 ft., $2.40 per doz.; 4% ft., $2.70 
per doz.; XX 4 ft., $3.90 per doz.; 
4% ft., $4.20 per doz. Ash fork 
handles, bent, chucked and bored, X 
4 ft., $2.90 per doz.; 4% ft., $3.20 
per doz.; ash hay fork handles, bent, 
with strap, ferrule and cap, X 4 ft., 
$4.90 per doz.; 4% ft., $5.25 per doz.; 
XX 4 ft., $6.15 per doz.; 4% ft., 
$7.10 per doz.; bent manure fork 
handles, plain, X 4 ft., $3.05 per doz.; 
4% ft., $3.40 per doz.; XX 4 ft., $4.65 
per doz.; 4% ft., $5 per doz.; bent 
manure fork handles, with strap, 
ferrule and cap, X 4% ft., $5.25 per 
doz.; XX 4 ft., $6.65 per doz.; 4% 
ft., $7.10 per doz.; garden hoe han- 
dles, X 4% ft., $2.60 per doz.; XX 
4% ft., $3.70 per doz.; rake han- 
dles, X 5% ft., $3.55 per doz.; XX 
5% ft., $5.65 per doz.; shovel handles, 
regular pattern, X 4% ft., $4.25 per 
doz.; XX 41% ft., $5.95 per doz.: D 
shovel handles, X, $5.25 per doz.; 
XXX, $8 per doz.; wood D spade 
handles, X, $4.90 per doz.; D shovel 
handles, X. L. D. L. top, $4.45 per 
doz.; Sturd-E top, $4.50. 





| on the quality grades. 

| strong. 

| JOBBERS’ QUOTATIONS TO RE.- 

| TAILERS, F.O.B. CHICAGO: 
Handles, Hickory.—No. 1 hickory 

ax handles, $4 per doz.; No. 2, $3 per 


HANDLES, HICKORY-—Sales are best 
Prices are very 


NAILS, WIRE AND STAPLES.— 
Shipments on current orders are the 
heaviest of the year thus far. Prices 
are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

L.c.l. quantities common wire and 
cement coated nails, small orders out 
of Chicago stock, $3.20 per keg basé. 
Mill shipment price is $3.05 base. 


Carload (36,000 lb.) base for mill 
shipment, still lower. Steel cut nails, 
$4 base. 


No. 9 black annealed wire, $3.20 per 
100 Ib.; No. 9 galvanized, plain wire, 
$3.75 per 100 Ib.; catch weight spool 
galvanized cattle or hog wire, $3.80 
per 100 lb.; polished fence staples, 
$3.55 per 100 Ib, 


ROLLER SKATES.—The largest de- 
mand in years is reported for this line. 
Factories are behind with orders and 
jobbers’ stocks are badly broken. 
Prices are steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 
Union Hardware, boys’, 
Union Hardware, girls’, $1.50. 
Chicago: No. 101, $1.30; No. 103, 


$1.40; 





$1.40; No. 105, $1.40; No. 181, $2.65; 
No. 183, $2.75; No. 185, $2.75. 
SCREEN WIRE AND POULTRY 


NETTING.—Prices in this market are 
very steady except on some “off” 
makes. Copper and bronze cloth wire 


doz.; finest selection second growth 
white hickory handles, $6.50 doz.; 
special white second growth hickory, 
$5 doz.; No. 1 hatchet and hammer 
doz.; second growth 


advanced moderately by all manufac- 
turers March 23. Sales are very heavy. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


adjustable, plain canvas’ bottom 

eatchers, for 18 to 21 in. mowers, 

$7.60 per dozen. 
|e handles, 90c. 


| 
to 16 in. mowers, $5.90 per dozen; | 
| 


__ hie Ij * ining in hickory hatchet and hammer han- 12 mesh, painted screen cloth, 

GOLF GOODS. This line is ga g } dles, $1.75. $1.95; 14 mesh, galvanized, $2.65; 14 
popularity with hardware dealers, who mesh bronze, $6.60 per 100 sq. ft.; 
before poultry netting, 


have found it advisable to carry com- 
plete lines of all types and models, in 
order to satisfy the golfers. Prefer- 
ence for matched sets is being ex- 
pressed this spring. Prices are steady. 


ICE CREAM FREEZERS—tThe first 
hot spell will bring a good demand. 
Prices are steady and unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


White Mountain.—1 qt., $4.85: 2 


50-10-5 per cent discount. 


SCREENS (WINDOW AND DOOR). 
| —Sales are increasing weekly, with no 
| change in the season prices. 

JOBBERS’ QUOTATIONS TO RE. 


| 
| 
| galvan‘zed 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Hillerich & Bradsby Matched Wood 
Clubs, No. 3A, $30.00 set; Grand Slam 
Irons, chromium heads, $4.00 each; 
Lo-Skore Wood Clubs, rustless 
shafts, $3.65 each; Lo-Skore Irons, 
hickory shafts, $2.35 each; Competi- 
tion Clubs, nickel plated heads, 
aluminum cap grip, $1.35 each; Com- 
munity Clubs, Woods and Irons, 80c. 
each; Crawford-McGregor Uni-Sets, 
$22.50 to $28.50 set; Crawford-Mc- 
Gregor Duralite Matched Irons (6 in 
set), $36.00 set; Silver King Golf 
Balls, $7.50 doz.; Royal Golf Balls, 
$6.50 doz. 


HAMMERS AND HATCHETS.— 
“Leaders” locally offered to combat 
mail order specials continue to attract 
Gen- 


large attention and heavy sales. 


qt., $5.65; 3 qt., $6.75; 4 qt., $8.25: 6 
qt., $10.45; 8 qt., $13.50; 10 qt., $18; 
12 qt., $21.55; 15 qt., $25.60; 20 at., 
$33.20; 25 qt., $42.60. Each list price. 
Dealers’ discount on White Mountain 
Freezers is 50 per cent from list. 

Arctic.—1 qt., $4; 2 qt., $4.60; 3 qt., 
| $5.55; 4 qt., $6.80; 6 at., $8.60; 8 at., 
| $11.10. Each list price. Dealers’ dis- 
| count on Arctic freezers is 50 per 
| cent from list. 

Alaska-Grey Goose.—1 qt., $3.60; 2 
qt., $4.20; 3 qt., $5; 4 qt., $6.15; 6 qt., 
$7.80; 8 gqt., $10.10; 10 qt., $13.50. 
Each list price. Dealers’ discount on 
Alaska-Grey Goose freezers is 33% 
per cent from list. 

Auto Vacuum.—1 qt., $3.50; 2 qt., 
$4; 3 qt., $5; 4 qt., $6. Each list price. 
Dealers’ discount on Auto Vacuum 
freezers is 33% per cent from list. 

Acme.—2 qt., bright galvanized, 
$8 per doz. net; 2 qt., blue enameled, 


| 

| TAILERS, F.O.B. CHICAGO: 

| Doors, 2-ft. 8-in. x 6-ft. 8-in., No. 

296, $22.60 doz.; No. 311, $26.80 doz.;: 

Extension Screen, No. 1833, $4.20 

H doz. 

Datel P 

| SCREWS.—Orders are in good volume 

| at, unchanged prices. 

| JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 

Flat bright screws, 45 per cent; 
round head blued, 40 per cent: flat 
head brass, 32% per cent; round 
head brass, 27% per cent. Larger 


orders 10 per cent less. 


about normal. Metal prices continue 
strong. No change in babbitt or solder 
prices this week. 

JOBBERS’ QUOTATIONS TO RE- 


| 
| 
EES AND BABBITT.—Sales are 
| 
| 


TAILERS, F.O.B. CHICAGO: 

Warranted 50-50 solder, $35 per 100 
lb.; medium 45-55 solder, $33 per 100 
Ib.; tinners 40-60 solder, $30.50 per 
100 lb.; high speed babbitt metal, $22 
per 100 1lb.; standard No. 4 babbitt 
metal, $13 per 100 Ib. 


eral demand is at the usual spring peak, $10 per Gon. Het; 4 at. blue enameled. 
with prices showing no recent changes. $18 per doz. net. 


JOBBERS’ QUOTATIONS TO RE- ; 
TAILERS, F.O.B. CHICAGO: LAWN MOWERS.—Some improvement 
is reported in the lawn mower demand. 


Hammers.—First quality 10 oz. 
ie. aa 4 - Ff 
mat Sean, TS See = ie April, May and June are the best sell- 


chinists’ hammers, first quality, $9.20 





doz.; competitive grade, 16 oz. nail 
hammers, $6 to $8 doz. 
Hatchets.—First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL — Sea- 
Prices re- 


sonable items are active. 
main steady. 


ing months. 
lower than last season’s. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CHICAGO: 

16 in. ball bearing, 5 knife, 11 in. 
wheels, $12 each; 16 in., ball bearing. 
4 knife, 10% in. wheels, $9.25 each; 16 
in. ball bearing, 4 knife, 10 in. wheels, 
$7 each; 16 in. ball bearing, 4 knife, 
8 in. wheels, $6.75 each; 16 in. plain 
bearing, 3 knife, 8 in. wheels, $5.25 





each. 


Prices are steady and 


STEEL SHEETS (FLAT OR CORRU- 
GATED).— Prices remain unchanged, 
with terms offered by manufacturers, 
% of 1 per cent, cash in 10 days. Local 
hardware jobbers are selling on old 2 





per cent 10 day terms. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 
24 gage galvanized sheets, $4.65 
per 100 lb.; 24 gage black sheets, 
$3.80 per 100 Ib. 
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More Encouraging Sales Reports Received 
from New England Jobbers and Retailers 


(Boston office of HARDWARP AGE) 


Boston, April 16.—Due very largely to the first real spring 
weather in April experienced in several years, more encouraging 
sales reports are received from New England jobbers and retailers. 
Lawns are green, shrubs show unmistakable signs of life, storm 
windows and doors have been removed, furnaces and heaters have 
been allowed to go out for the season, and a hundred other signs 
are at hand all proving that spring is with us and that the general 
public is in need of paints, wire cloth, conductor pipe, all kinds of 
garden tools, lawn accessories and the thousand and one items that 


go to make up spring merchandise. 


Because of the earliness of the 


season there is every reason to believe that April retail and jobbing 
sales will run well ahead of those for the corresponding month last 


year. 


On Wednesday, April 10, and Thursday, April 11, parts of New 
England experienced snow, but it was light and wet and acted as 


a beneficial dressing for farm lands and gardens. 
tailing retail buying, if anything it stimulated it. 


Instead of cur- 
Retailers are 


inclined to buy certain kinds of futures a little more freely than 


heretofore, another encouraging feature of the situation. 


Col- 


lections, according to jobbers, are better than they were a week 


ago, but are still slow. Retailers, 


in turn, state that collections 


from charge customers are decidedly backward. 


AUTOMOBILE ACCESSORIES.— 
With more than 600,000 cars and trucks 
already registered in Massachusetts, 
with indication of 1929 registration go- 
ing above the 1,000,000 mark for the 
first time in history, there naturally is 
a broader market for tires and tubes. 
Sales in other New England States 
also are encouraging. Accessories 
otherwise are moderately active. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Tires.—Mansfield line, heavy duty, 
straight side, 30 x 3% in., $8.85 each, 
list; 31 x 4 in., $10.80; 32 x 4 in., 
$11.50; 33 x 4 in., $12.10; 32 x 4% in., 
$15.55; 33 x 5 in., $21.15; 35 x 5 in., 
$22.70. Discount, 7% per cent. 
Tires.—Mansfield line, balloon, 27 x 
list; 29 x 4.40-21, 


$10.20; 31 x 5.00-21, $10.65. 
7% per cent. 

Tires.—Mansfield line, balloon, six- 
ply, 30 x 4.50-21, $11.05 each list; 30 x 
5.25-20, $14.30; 30 x 5.50-20, $16.05; 35 
x 6.00- 23, 19. Discount, Tie per cent. 

Tubes.—Mansfield line, 12 to the 
carton, 27 x 4.40-19, $15.60 per car- 
ton list; 30 x 4.50-21, $18. Discount 
10 per cent. In less than carton lots, 
10c. per tube should be added to the 
cost. 

Tubes. — Mansfield line, 
$9 90 per —— 


Discount 


six to the 


‘ , $10.50; 30 x 
20, $11.40; 29 x 5.50-19, $12.90; 30 x 
5.50-20, $13.50; 30 x 6.00-18, $12.90; 
31 x 6.00-19, $13.20; 32 x_ 6.060-20, 


$13.80; 33 x 6.50-21, $16. 50. Discount 
10 per cent. In less than carton lots 
10c. per tube should be added to the 
list. 
AMMUNITION.—Some jobbing inter- 
ests are quoting what appear to be 
extremely low prices on all kinds of 
ammunition. Jobbers in general are of 
the opinion that prices will be higher 








within the near future, consequently 
they are urging the retail trade to 
cover its fall requirements at prevail- 
ing quotations. 


BRASS GOODS.—The Brainard line of 
brass hinges, card holders, etc., and 
similar goods made of copper have 
been advanced about 10 per cent by 
manufacturer and jobber. 


CONDUCTOR PIPE.—Quite a decided 
improvement in the movement of con- 
ductor pipe and fittings out of jobbers’ 
stocks is reported. Sales for the year 
to date are just about on a par with 
those for 1928. 


JOBBERS’ og ph ned TO RE- 
TAILERS, F.0O.B. BOSTON 

Conductor Pipe.—Steel, 28 gage, 2 
in., in lots of 250 ft., 18c: per ft. list; 
3 in., 20c. Discount, 60 and 15 per 
cent. Toncan, 28 gage, 2 in., 18c.; 3 
in., 20c. Discount, 45 and 10 per cent. 
Sheet steel, 28 gage, 2 in., 18c.; 3 in., 
20c. Discount 75 per cent. Higher 
prices are asked for smaller lots. 

Elbows. — Round, corrugated steel 
28 gage, No. 2, 2 in., 30c. each list in 
lots of 300; 3 in., 36c. No. 3, 2 in., 
30c.; 3 in., Discount, 60 and 10 
per cent. Toncan iron, No. 2, in., 
40c. each list in lots of 300; 3 in., 
48c.; No. 3, 2 in., 40c.; 3 in., 38c. 
Discount, 55 per cent. Higher prices 
are asked for smaller lots. 


FLASHLIGHTS AND BATTERIES.— 
Jobbing prices on practically all stand- 
ard black flashlights with nickel trim- 
mings have been reduced approximate- 
ly 10 per cent. A new flat pocket light 
to retail at 49c. each, complete, and 
known as assortment No. 1, as well as 
assortment No. 20, being offered by 








| 
! 


| INSECTICIDES.—The 
| insecticides out of jobbers’ stocks is 
| again assuming sizable proportions. 


jobbers are proving good sellers. Re- 
vised prices on flashlights follow: 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 


Flashlights. — No. 2602, 62c. 
net; No. 2604, 49c.; No. 2612, 94c.; 


each 


No. 2616, 84c.; No. 2619, $1.10; No. 
2660, 68c.; No. 2671, 84c.; No. 267 
$1.43; No. 2674 $1.75; No. 2694, $2.60; 
No. 2695, $2.28; No. 2697, $1.17; No. 
2642, $2.08; No. 2644, $2. 40; No. 2645, 
2.92; No. 6993, om 

Assortments.—No. 1, $3.85 per as- 
ee net; No. 20, $4.82; No. 71, 
0. . 

Units.—No. 04, $2.94 each net; No. 
16, $5.04. 

Batteries. — Eveready, unit cells, 
No. 935, 644c. — net; No. 950, 6%c.: 
No. 705, 19%c.; 790, 13c.; No. 791, 
13c.; No. 700, a: No. 703, i s 
No. 706, 12¢.; No. 734, 40c.; No. 750, 
13c.; No. 751, 19%c. 


GRASS HOOKS.—Initial orders for 
grass hooks were reported by local job- 
bers during the past week. The sea- 
son is opening encouragingly. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON: 


Grass Hooks.— Lawn King, $6.50 
per doz. net; Little Giant, $5.25; Re- 
liance, No. 70, $2.75; Kelley brier 
edge, $4.75; hand made, $4; Atkins 
Perfection, $4.60. 


movement of 


| Real spring weather has done much to 








bolster up retail buying of late. 


JOBBERS’ Syot arene TO RE- 
TAILERS, F.0O.B. BOSTON 

Lime Sulphur.—In quart containers, 
3lc. each net; in gallon containers, 
59c. Direct shipments, in five gallon 
containers, 48c. per gal. f.o.b. Balti- 
more; in 50 gallon containers, 16%%c. 

Paris Green.—In one pound papers, 
= per pound, net; in %-lb. papers, 


Hellebore. —Powdered, white, 4 oe 
packages, 48c. per Ib. net; \% Ib., ; 


1 Ib., 27c. 
Pine Tar.—In cans, Girt: $1.10 
al doz. net; pints, $1. quarts, 
75 
Crow Repellent. — Stanley’s small 


containers, 70c. each net; large con- 


tainers, $1.05. 

In-A-Minute. — Insecticide, 
doz. net. 

Bug Death.—One Ib. beckeees, $1.44 
per doz. net; three Ib., $3.75; five Ib., 
$5.62; 12% Ib., $13.50; 100 2 $7.50 
each. 

LANTERNS.—Lanterns, more particu- 
larly those adaptable for use by hunt- 
ers and boy scouts, are beginning to 
show signs of life. It is maintained 
by jobbers that more such lanterns 
have been sold so far this year than 
was the case a year ago. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 

Lanterns.—Electric, Utra, "90¢. each 
net; Delta, No. 10, two cell, $1.65 each 
net; Supreme, No. 200, $12 per doz. 
net; No. 100, $12 

LAWN ACCESSORIES.—AIll kinds and 
makes of lawn accessories are selling 
better than heretofore. The outstand- 
ing feature of the market the past 
week was the pickup in retail buying of 
lawn mowers. 


$3 per 


Reading matter continued on page 42 
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IT’S AN ILL WIND— 


VERY writer should occasionally read the Book of 

Proverbs. Plain, simple, direct words are good enough 
for this book that in brief sentences boils down the wisdom 
of the ages. A fool is a fool. A liar is a liar. A false 
witness is a false witness. In Proverbs you do not read 
anything about inferiority complexes. People are not 
called prevaricators. For a study of clean-cut concise 
English I recommend Proverbs. 

Incidentally, allow me to remind you that the Book of 
Proverbs is supposed to have been written by Solomon. 
If you wish another book for an evening’s pleasant read- 
ing, let me recommend Ecclesiastes. Solomon is also 
supposed to have written this book in his old age. But 
this is not certain. Many authors attribute the book to 
some other writer. 

Bradstreet and Dun tell us that out of every 100 mer- 
chants in business, one fails. In the United States, roughly 
speaking, 1500 merchants fail every month—18,000 
failures per annum. The commercial agencies state that 
one of the main reasons for failure is lack of experience, 
and one of the ways in which lack of experience is most 
often indicated is the lack of knowledge of the cost of 
doing business, and the consequent selling of goods 
ignorantly at less than cost. To paraphrase Proverbs 
slightly, ““A Fool and his Profit are soon Parted.”’ 

It’s an ill wind that blows nobody any good. The 
present situation on shells and ammunition should be a 
good thing for the retail dealer. The retailer has a 
standard established price for shells and ammunition. The 
public are accustomed to these prices. These established 
retail prices are very low prices. 

Just compare the a t of material and workmanship 
in a loaded shell with a safety razor blade or a lead pencil, 
or a package of chewing gum. Razor blades sell for 2c 
each more than a shell, and shells, pencils, chewing gum 
and shoestrings sell at the same price. 

Copper has advanced in the last few months ten cents 
per pound, lead about two cents per pound and powder 
has also advanced. Loaded shells and ammunition are 
today the greatest bargain of any commodity in the entire 
hardware line. Stop and think: Two years ago, there was 
a decline in shells of 744% and in metallic ammunition 
124%4%. These prices were never put back. Now we 
have recently had a decline of 10% more. Compare the 
prices of shells and ammunition with the prices on other 
staple goods in the hardware line. 





In «1913 unhandled first quality single bit standard 
axes sold at $5.75 per dozen. Today these same axes are 
selling at $13.00 per dozen. No. 2 Shingling Hatchets 
half polished and bronzed back, standard quality, in 1913 
sold at $5.65 per dozen. Today they are selling at $9.50 
per dozen net. Wire nails in 1913 sold at $1.75 base. 
Today these same nails are selling at $2.65 base. The 
above facts are worth the consideration of the retail mer- 
chant. 

What is the object of this article? My dearly beloved 
weak-minded brethren, let me, as one of the foolish ones, 
beg of you to be wise in your day and generation and get 
your price on shells and ammunition while the getting is 
good. Solomon said in Proverbs, “My son, with all thy 
getting get wisdom.” Don’t be like the foolish son, who, 
Proverbs tells us, was a reproach to his mother. Be patient, 
be pleasant, and don’t be stampeded. Don’t let the fool 
who runs the hardware emporium down the street part you 
from your profits. I think it was Isaiah who wrote, “It 
is naught, it is naught, sayeth the buyer, but when he has 
gone his way he boasteth.” 

Now suppose the retail dealer, being foolish, does cut 
his prices. Some of these days there may be an advance. 
Then you know when goods have once been sold in a 
community at a certain price, how difficult it is to sell 
them again at a higher price. 

Listen to the words of wisdom: On Kleanbore and 
Remington goods, just ask your price and stand pat. Try 
it. If, for instance, your price on Kleanbore .22 Shorts 
is 20c a box, and if your customer tells you that he can 
buy “Hoozit’” goods at 17c, just smile pleasantly and 
reply, “Go to! These are Kleanbore goods.” What is 
three cents on a box of cartridges? 

If you will try this plan, we are willing to take the 
risk of the volume of our sales on Remington goods 
falling off. If this plan should hurt you, if it should lose 
sales, in the end, it will hurt us, but we are not afraid 
of being hurt by the retail trade of the country asking 
and insisting upon receiving the full price on Remington 
goods, Just try the plan for one week, and keep track 
of the number of sales you miss. You will be surprised 
at the results. 

This article should be read by 25,000 retail dealers and 
their clerks. Now is your opportunity to make a good 
profit on shells and ammunition. If you miss this oppor- 
tunity, there is no one but yourself to blame. 


President 


REMINGTON ARMS COMPANY, Inc. 


The Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 
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JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Hose. — Rubber, garden, Commer- 
cial, % in., 6%4c. per ft., net; Leader, 
% in, 6%c.; % in., 7%c.; Vigilant, 

in., 834c.; Olympia, 5% in., 8'%4Cc.; 

‘Luck, '% in., 10¢.; ‘Milo,’ % in., 
1 + Bull Dog, % in., 13%%c. 

ioaws Mowers.—Roller bearings, 16 
in.,. $18.25 each, net; 18 in., 19.50; 
20° in., $20.75; roller bearers, 16 in., 
$16.75; 18 in., $17.50; 20 in., $18.75. 
Automatic style, 11-5, 16 in., $12; 18 
in., $13; 20 in., $14. Style 10-4, 14 
in., $9.75; 16 in., $10.50; 18 in., $11.25; 
20 in., $12. Style 9-4, 14 in., $9; 16 
in., $9.50; 18 in., $10; 20 in., $10.50; 
ball bearing, 16 in., $14.25; 18 in., 
$15.50; 20 in., $16.75; 14 in., $9.75; 16 
in., $10.50; 18 in., $11.25; 20 in., $12; 
high wheel, 14 in., $9; 16 in., $9.50; 
18 in., $10; 20 in., $10.50: special, 
style 8-4, 14 in., $8.50; 16 in., $8.90; 
18 in., $9.30; special, style 8-3, plain 
bearing, 12 in., $5.40: 14 in., $5.80; 
16 in., $6.20; 18 in., $6.60. 

Rakes. — Lawn, wooden, 3 _ bow, 
steel, Hub, $9 per doz. net; 3 bow, 
steel, hand made, $10. Wood handle 
on rake with 24 teeth, 24 grade, $6.60 
per doz. net. Bambo, Lawncomb, $9 
per doz. net. Broom, No. 10, $2 per 
doz. net; No. 66, extra strong, $4. 


styles and makes of roller skates. In- 
dications are jobbers’ sales this spring 
will outstrip those for the correspond- 
ing period last year. 


JOBBERS’ pg et teed TO RE- 
TAILERS, F.O.B. 


Skates. — Roller” gt ton ~ earn 
No. 2, 70c. per, "es net; No. :: 75c.; 
No. 10, $1.10; , $1.40; No. 6, $1.45; 
No. 105, $1. Bove” No. i181, $2. 65 per 
pair net. Girls’, No. 183, $2.75 per 
pair net. 


SCYTHES.—tThe so-called country re- 
tail trade, with the possibility of higher 
prices and a small 1928 carry-over in 
mind, are evincing interest in scythes. 
Current jobbing quotations are the 
same as they were last fall. 

SHEET LEAD. — Jobbers have ad- 
vanced sheet lead %4c. a lb. They say 
that in view of the fact that pig lead 
has seul a remarkable advance in 
price the past few months, the change 
in sheet prices appears somewhat be- 
lated. 


SKATES.—Quite a decided change for JOBBERS’ QUOTATIONS TO RE- 


the better is noted in demand for all 





TAILERS, F.O.B. BOSTO 





Sheet Lead.— Standard brands, 
14%c. per Ib., base. 


SHEET ZINC.—Sheet zinc has been 
marked up an additional 25c. per 100 
pounds, making a total advance of 50c. 
since April 1. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Sheet Zinc.—In 300 Ib. casks, $12.25 
per cwt. net; in 200 Ib. casks, $12.50; 
in 100 lb. casks, $12.75; in less than 
cask lots, $13.25 


TWINE. — Twine costs more. That 
made of hemp is lc. per pound higher 
in a jobbing way, and that made of cot- 
ton, 2c. more expensive. 


WIRE CLOTH.—Active market, with 
prices well maintained. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. BOSTON 

Wire Cloth. nee 14 mesh, $6.50 
per 100 sq. ft.; 16 mesh, $7. Bronze, 
14 mesh, 47: 16 aa $7.50. 

Wire Cloth. —Direct mill shipments: 
copper, 14 mesh, $5.85 per 100q. ft., 
f.o.b. mill; 16 mesh, $6.25; 18 mesh, 
$7.25. Bronze, 14 mesh, $6.35; 16 
mesh, $6.75; 18 mesh, $7.25. 





Spring Trade in Twin Cities Territory 
Shows Progressive Turn 


MINNEAPOLIS, April 16.—Spri 


(Minneapolis office of HARDWARB AGE) 


ing work is well under way in the 


rural districts, and with the roads gradually becoming passable, the 
usual course of business is being resumed. The annual spring 


clean up, for homes and yards in 
chants are featuring the supplies 
Prices are steady, showing no 


the cities, is progressing, and mer- 
and tools necessary for this work. 
changes over the week. Demand 


in general shows that gradual tuning up that would be anticipated 


at this time of the year. 





AXES.—Sales are fair, with stocks 
ample. Prices are firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Single bit, base weight, unhandled 
axes, $15 to $16.50; double bit, $20 to 
$21.50; single bit, handled, $19.50; 
double bit, handled, $24.25 doz. net. 


BOLTS.—Deliveries are steady, with | 
fair volume. Prices have not changed. | 


JOBBERS’ quota TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 
Carriage and machine bolts, 60 per 
cent; stove bolts, 75 per cent, ‘and ag 
screws, 60 per cent from standard 
lists. 
BRADS.—Call for brads is just begin- 
ning, with stocks ample for the de- 
mand. Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Wire brads in 25-lb. box at 75 per 
cent from lists. 


BUILDING PAPER.—Building is just | 


getting under way on the residence and 
smaller construction jobs, and building 
paper is beginning to move. Prices are 
firm as quoted. 


JOBBERS’ qusTtArens TO RE- 
TAILERS, F.O CITIES: 

Red rosin a or all weights, 
$2.50 cwt., and tarred felt paper, 
$2.55 cwt., net. 


CHAIN.—Call for chain is nominal, 
with prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Log chains, 4% x 14, $12.05; % x 14, 
$9.15; % x i“. $8.60; proof coil chain, 
4 in., $10. 3 in., $7.40; % in., 
$6.85; % x ‘$7.70 ewt., net., 
CHURNS.—Sales in this line are still 
| light, with ample stocks from which to 
draw. Prices have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 
Barrel type churns, 3314-5 per cent 
from lists. 
EAVES TROUGH, CONDUCTOR PIPE 
| AND ELBOWS.—Deliveries are show- 
ing increase as spring work gets under 
| way. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
} 
| 


Eaves trough, 5 in., slip joint, sin- 
gle bead, galvanized, in crates, $5.25; 
6 in., $6.40; conductor pipe, 3-in., in 
crates, not nested, $4.90; 4-in., $6.85; 
per hundred feet; conductor elbows, 
3-in., $1.73; 4-in., $2.88 doz., net. 


FIELD FENCE.—Demand is fairly 
good, with prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Field fence, 9 ga., top and bottom, 
11 ga. intermediate, 26 in. high, $39.69 
per 100 rods, net, with other heights 
in proportion. 


FILES.—Sales are improving with the 
beginning of spring work. Prices are 
unchanged. 











JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Nicholson files, 50 per cent and job- 
ty brands, 60-10 per cent from 
ist. 
GALVANIZED WARE.—Demand is 
good, with stocks well filled. Prices 
have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Standard galvanized pails, 10-qt., 
2.70; 12-qt., “e 14-qt., $4.70; stock 
pails, 16- -qt., 4.70; 8 rE: $5.50; 
standard tubs, No. a ~ 2 No. 2, 
$8.00; No. 3, $13.20; wey: No. 1, 
$13.20; No. 2, $14.40; No. 3, $15. 60 
doz., net. 
GLASS AND PUTTY. — Sales are 
showing the normal spring improve- 
ment, and dealers are filling their 
stocks accordingly. Prices are firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Single and double strength A grade 
glass, Minnesota prices 83 per cent 


from lists: strictly pure putty, in 50 
Ib. steel drums, $4.85 cwt., net. 


LAWN HOSE.—Demand is increasing, 
with the real sales period still ahead. 
Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Lawn hose, Manhattan, black, %- 
in., 500-ft. bales, $7.25; %-in., $s. 50; 
%-in., 50-ft. lengths, coupled, $7.75; 
Manhattan, red, gal 500-ft. bales. 


$7.75; ¥% -in., $9.0 Se-in.,  50-ft. 
lengths, coupled, 38° 05; Good Luck, 
%-in., 6-ply, $9.00: Buil Dog, %-in.. 


7-ply, $12.75 per 100-ft. net. 
LAWN MOWERS. —It is still too early 
for retail sales in this line, in the 
Northwest, but dealers are ready for 
the demand. Prices are unchanged. 
JOBBERS’ al ape TO RE. 
TAILERS, F.O.B. TWIN CITIES: 
Lawn mowers, Philadelphia, Style 
A, 15-in., $15.75; 17-in., $17.85; 19-in., 
$19.95; Style K, 16-in., $14.30: 18-in., 
$15.40; 20-in., $16.50; Riverside, Ball- 
bearing, 16-in., $7.25; 18-in., $8.25 
each, net. 


MILK CANS.—Deliveries are light in a 


Reading matter continued on page 44 
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New Administration 
= Building completed 
Jan. 1, 1929 






.. nsillle’ 


: of its Kind in the 












Celebrating 25 years of growth 
under one administration 


During the past twenty-five years, the destinies of this great 
company have been shaped by the same hands, guided by the 
same heads, realized by the same administrators who erected the 
first small factory, now the largest of its kind in the world. 

R-W products and service have grown in importance, expanded 
in scope, along normal, natural, inevitable paths. We are proud 
of the fine reputation which the last quarter century has earned 
for the name of Richards-Wilcox. From our sales-engineering 
staff down to the last factory helper, every employee has made 
his contribution. 

And next year marks the 50th anniversary of the start of the 
Wilcox Mfg. Co., absorbed by this organization in 1908. 

The facilities of this entire plant and organization are at your 
command. When it’s a question of doorways (any kind), call on 


Richards- Wilcox. 


. AURORA, ILLINOIS, U.S.A. . . . Chicago 



















New York . - 
Boston Philadelphia Cleveland Cincinnati Indianapolis St. Louis New Orleans Des Moines 


Minneapolis Kansas City Atlanta Los Angeles San Francisco Omaha Seattle Detroit 


Montreal + RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT. - Winnipeg 
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retail way, with stocks ready for the | the building season. 
| changed. 


spring trade. Prices are firm. 


JOBBERS’ pAb 3 Bye J TO RE- 
TAILERS, F.0.B. TWIN CITIES: 


Milk cans, railroad, wide neck, 8- 
gal., $3.05; 10-‘n., $3.15 each; net. 
NAILS. — Demand is stepping up 


slightly with the start of the building 
season. Prices have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 
Standard wire nails and cement 
coated wire nails in 100-lb. kegs, 
$3.20 per keg, base. 
OIL STOVES AND HEATERS.—Oil 
heaters are selling fairly well, and 
stocks are well filled. Oil stove sea- 
son is still to come. Prices have not 


changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
No. 500 Nesco oil stoves, $72 each; 
No. 213, $23.50 each; No. 213, with No. 
1103 shelf, $30.50 each, less 33% and 5 


per cent. Perfection oil ranges, white 
porcelain with built-in ovens, No. 
339, 5 Superfex burners, $140; No. 
279, $120; Stoves, No. 74, 4 burners, 
$29:50; No. 73, $23.25; No. 72, 8. 
Puritan oil ranges, white porcelain, 
with built-in ovens, No. 249, $122; 
stoves, No. 44, 4 burners, $29.50; No. 
43, 3 burners, $23.50; No. 42, $18. 


Puritan pressure-gas (gasoline) white 
porcelain range, with built-in ovens, 
No. 759, $128; stoves, No. 714, 4 burn- 
ers, $38 a mae, $33; No. 703, 3 burn- 
ers, $26 0 list. 

Perfec tion a No. 211, 1 burner, 
plain door, $2.50; No. 211G, glass 
door, $2.70; No. 122G, 2 _ burners, 
glass swing door, $6.20; Puritan, No. 
12G, 2 burners, glass drop. door, 
$5.50; No. 42, 2 burners, steel drop 
door, $5.25 list. 

Perfection and Puritan oil stove 
wicks, $3.75 doz.; $45 gross, list. 

Perfection oil heaters, No. 1686, 
green porcelain, Pyrex globe, $16.50: 


No. 1526, eo japan, Pyrex globe, 
$9.75; No. 1530, = japanned, 
nickel trimmings, $9.25; No. 525, black 
drum and tr: mmings, "$7 .25 list with 
discounts as follows: Dealers’ dis- 


counts on net purchases of less than 
$100, 30 per cent; on all net pur- 
chases including and following $100 
qualifying order, 33% per cent; on 
all purchases amounting to $250 or 
more during the calendar year, an- 
nual bonuses will be paid according 
to the volume of business. 
PLANTERS.—Corn and potato plant- 
ers are selling well, with stocks well 
filled. Prices have not changed. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Corn and potato planters, Acme, 
$10.25 doz., net. 

POULTRY NETTING. — Demand 
good and prices are firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Poultry netting, hexagon mesh, 50- 
10-5 per cent from lists. 

PYREX OVENWARE.—Sales show a 
fair volume, with stocks well assorted. 
Prices have not changed. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

No. 623 casseroles, $1.17; No. 643 
casseroles, $1.17; No. 634 casseroles, 
$1.33; No. : } 

200 p: ‘e plates, 67c.; e 
60c.; No. 231 utility dishes, 67c.: 
24 tea pots, $2; No. 26 tea pots, $2.33; 
No. 953 percolator tops, 7c. each net. 
REGISTERS.—Demand is steady, with 
prospects of increase with the start of 


is 


| 








Prices have not 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Registers, cast iron, 40-10 and 
steel, 40-10 per cent from lists. 


REGISTER AND RADIATOR 
SHIELDS.—Sales are nominal, with 
stocks in good condition. Prices have 
not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Register shields, Gem, No. 1, floor 
type, $12; No. 10, floor type, $10; No. 
2, wall type, $6; and No. 20, wall 
type, $5.20. Prices are net to dealers 
per dozen. No. 1 and No. 2 are oxi- 
dized copper. No. 10 and No. 20 are 
black enameled. 


Radiator shields, Gem, © ee NY 
No. 1, $4; No. l-a, $4.50; $4.5 
No. 3, $5; No. 4, ® bag By "$5. *08 No: 
6, $6; No. 6-Ib, 36; 6.50; No. 8. 


$7. These prices pan Hist each and 

subject to dealers’ discount of 30 rer 

cent. These models with water hu- 

midifiers are $1 extra each, list. 
ROPE.—Call for rope is fair, with 
prices firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Best grade manila rope, 7-16 in. and 
larger, 24c.; in. and smaller, 25c.; 
best grade sisal, 17%4c. lb., base. 

SANDPAPER.—Demand is growing as 
spring decorating progresses. Prices 
are unchanged. 

JOBBERS’ + iy hel Ts abe TO RE.- 
TAILERS, F.O TWIN CITIES: 

Best grade 2 Peas No. 1, 80c. 
per box of 75 sheets; second grade, 
No. 1, 67c. per box of 75 sheets; gar- 
net No. 1, $16.75 per ream, net. 

SCOOPS.— Sales are steady, with 
prices unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Grain scoops, heat treated, s‘ze, 6, 
$13.00; size 8, $13.50; size 10, $14.50 
size 12, $15.50; size 14, $16.50 per doz., 
net. 

SASH CORD AND WEIGHTS.—Deliv- 
eries are still light, with initial stocks 
ready for sales. Prices are unchanged. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Sash cord, best grade, 65c. lb. base, 
second grade, 38c. lIb., third grade, 
36c. lb., base, net, and cast iron sash 
weights, $1.85 cwt., net. 

SCREEN DOORS AND WINDOWS.— 
Demand is nominal at present, with the 
real selling season ahead. Prices are 


unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Screen doors, common, 2-8 x 6-8, 
$1.70; fancy, 2-8 x 6-8, $2.05 each, 


et. 
Window screens, 24-in., 
Continental, $9.75; $5.60 
doz., net. 
SCREWS.—Deliveries show a fair de- 
mand, with prices unchanged. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, 0.B. TWIN CITIES: 
Wood screws, flat head bright, 50 
per cent; flat head japanned, 35 per 
cent; round head blued, 40 per cent: 
flat head brass, 32% per cent; round 
head brass, 27% per cent from lists. 
SKATES.—Roller skates continue to 
sell well, and dealers are keeping their 
stocks filled. Prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


extension, 
Wabash, 








Roller skates, Union, No. 181, $2.65; 
No. 183, $2.75; No. 185, No. 101, 


$1.35; No. 103 and 105, $1.40 ‘pair, net. 
SOLDER.—Demand is fair, with stocks 
ample. Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Warranted half and half solder, 33c. 


Ib., and strictly half and half solder, 
34c. lb., in 100-lb. boxes, net. 
STEEL SHEETS.—Demand is fairly 
good, with prices firm. 
JOBBERS’ tA se TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Galvanized steel sheets, 24-ga. 
(base), $4.75; black steel Sheets, 
ga. (base) $3.95; Armco galvanized 
steel sheets, 24-ga. (base) $6.65 cwt., 
net. 


TIN.—Roofing tin 
with stocks well filled. 
not changed. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.O.B. TWIN CITIES: 

Furnace coke tin, ICL, 20 x 28, 

$14.30 box, and roofing tin, 20 x 28, 

8 Ib. coating, IC, $15.50 box, net. 
WHEELBARROWS. — Call for wheel- 
barrows for domestic uses is fairly 
good. Contractors are filling their 
needs for the start of the season. 
Prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Wheelbarrows, barrel type tray, 
best grade, $41.30; second grade, 
$34.70; doz., net; tubular, steel tray, 
$7.20; Gopher garden, % 75; American 
garden, $6.25 each, net. 


WIRE.—Fence wire is moving fairly 
well, with stocks ample. Prices have 
not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Galvanized cattle barbed wire, $3.11 
per 80-rod spool; galvanized barbed 
hog wire, $3.34 per 80-rod spool; No. 


is moving better, 
Prices have 


9 (base) smooth galvanized wire, 
$3.65 cwt., and No. 9 smooth black 
wire, $3.20 cwt. 


WIRE CLOTH.—Demand is still light, 
in a retail way. Stocks are in dealers’ 
hands ready for the spring demand. 
Bronze wire cloth has advanced, in line 
with the general advance of items into 
which copper enters in their construc- 
tion. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Wire cloth, 12 x 12 mesh, black 
painted, $1.85 and 12 x 12 mesh, 
a finish, $2.25 per 100 sq. ft., 
ase. 
Bronze wire cloth, 14 x 14 mesh, 
$7 per 100 sq. ft. in full rolls, net. 


WRENCHES.—Sales are steady, with 
prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. 


TWIN CITIES: 
Agricultural wrenches, 60-10 per 
cent; key model wrenches, 54 per 


cent; engineers’ wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 65 
er cent from list. Bemis & Call 
ong sleeve nuts, 10 in., $1.70; 12 in., 
$2.60; 15 in., $2.75 each, net. 
Snap-on Wrenches. — Radio and 
electric sets in metal cases, $2.75; 
No. 101 Master Service Sets, $13.75; 
No. 202. Heavy Duty Set, $3.80; No. 
404, Flexible Socket Set, $8; No. 608. 
Crankease Drain Plug “Sockets, $3.20; 
No. 90, Square Socket Set, ; No. 
1917, Giant Snap-on with extra heavy 
duty ratchet, $27.35 list, less 3344 per 
cent discount. 
Crescent, 6 in., $5.65; 8 in., $6.96; 
and 10 in., $8.64 doz., net. 





Whenever a merchant “knocks” his town or his business, he merely 
confesses that he has been a failure in that town or business. A wise 
man does not advertise his failures. 
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The Worlds BeskSaws 
A Good Dealers Refit 
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Of course you want more CROSS-CUT SAW busi- 
ness, and no doubt you have tried various plans for y 
getting it, but from the standpoint of permanent 
results there appears to be but one answer— 
and the dealer who sells SIMONDS CRES- 
CENT GROUND CROSS-CUT SAWS 
has this answer. It is another instance 
where QUALITY counts, because 
‘the ever increasing demand has 
proved that SIMONDS are 

the fastest selling CROSS- 4 
CUT SAWS on the 
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< SIMONDS 
WS SAWS are 
4 known and 
2 used by woods- 
men—the best evi- 
dence of their high 
quality. They are guar- 
anteed by the makers. 
You can sell them with con- 
fidence of complete satisfac- 
tion to your customers—and 

you make a liberal profit on every 
SIMONDS SAW sale. 
Be sure to ask your JOBBER or his 
SALESMAN about these saws. 

Stock them and you sell them. 


SIMONDS SAW and STEEL CO. 


“The Saw Makers” “Established 1832” 
HARDWARE DEPT. FITCHBURG, MASS. 


OOF A ia 
«thecal 


Crescent Ground Gioss-CGut 


SAWS 







market — because 
they are the 
BEST. 
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Pittsburgh Reports Spring Trade Ahead 
of Last Year—Prices Steady 


PITTSBURGH, April 16.—Unseasonably warm weather is reflected 


(Pittsburgh office of HARDWARE AGE) 


in a continued heavy demand for hardware goods required during 


the spring, and the peak of the buying movement is being reached | 
Jobbers in this territory are already re- 


much earlier than usual. 


ceiving re-orders for garden and lawn tools and the movement of 


these products is considerably ahead of last year. 


The decrease in 


house construction, as compared with the preceding year, is not yet 
reflected in the demand for buliders’ hardware, paints and other 


materials going into new construction. 


Screen wire products are 


very active and barbed wire and wire fencing are moving into con- 


sumption at an unusually satisfactory rate. 


Prices generally are 


unchanged, the outstanding exception being material into the manu- 


facture of which brass and copper enter. 


Further advances have 


been made in the prices of brass valves and faucets and brass and 
bronze butts, and jobbers are having considerable difficulty in keep- 
ing their quotations in line with the changes in the base metal. 
With the upward movement in copper checked, however, more sta- 
bility is expected in a short time. Dealers and retailers are showing 
considerable concern over weather conditions, realizing that freez- 
ing weather at this time would have a serious adverse effect on 


market conditions. 


Conditions in the steel industry have 
changed little in the last week, and 
there is little to indicate any letup in 
the unprecedentedly high operating 
rate. Occasional reports are heard that 
new business this month is hardly 
equal to March, but the first week of a 
new quarter cannot be taken as a cri- | 
terion. The automotive industry is no 
longer pressing for deliveries so urgent- | 
ly as was the case during the previous 
month, but the aggregate of steel go- 
ing into this channel is fully are large. 


Railroad equipment makers are taking | 


steel in larger quantities than they have 
in two or three years and this is re- 


flected in an unusually strong demand | 
Makers of these | 


for bolts and nuts. 


products are operating at 70 to 75 per | 


cent of capacity, as compared with a 


normal rate of 50 to 55 per cent. Wire | 


mills are also doing well and although 
their activity is seasonal to a certain 
extent, it is somewhat ahead of previ- 
ous years. The nail market is still 
sluggish and a similar condition pre- 
vails with regard to pipe, particularly 
drilling pipe for the oil country. 


AUTOMOBILE TIRES AND TUBES. 
—Sales have improved slightly during 
the last week. Talk of advancing prices 
has not stimulated buying appreciably, 
as retailers’ stocks apparently are ade- 
quate. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Mansfield tires, 4 ply balloon type, 
29 x 4.40, $7.40; as $1.50; 30 x 4.50, 
$8.25; tubes, $1.60; 29 x 4.75, $9.55: 
tubes, $1.7 29 “ "5.00, $9.90; t 
1.75; 30 = 5.00, $10.20; tubes, 
31 x 5.00, $10.65; tubes. 

5.00, $11.75; tubes, $1.90; 28 x S28 





$11.10; tubes, $1.85; 30 x 5.25, $11.90; 
tubes, $2.00; 31 x 5.25, $12.25; tubes, 
$2.05; 29 “4 5.50, $12 65; tubes, $2.25. 

Same, 6 ply, 31 x 5.25, $14.70; tubes, 
$2.05; 30 x 5.50, $16.05: tubes, $2.35: 
30 x 6.00. $16. 15; tubes, $2.25; 31 x 
6.00, $16.65; tubes, $2.30; 32 x 6.00, 
$16.95; tubes, $2.40; 33 x 6.00, $17.55; 
tubes, $2.55. 

Tire display racks, $10.00 each. 


Prices in all instances are each. 
| BATTERIES.—Dry-cell batteries for 
| radios are more active than those for 
other uses, but the market could not be 
considered active. Prices are steady 
and unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 





Broken’ Unit 
. Packages Packages 
SS ere 2.22 $2.06 
BA! BD b4:6b6wws od ete 3.2 2.97 
_ 2 RS eae y 1.92 
| eee q 2.80 
CE as 55 eae oe 32 1.14 
SES SS hovese nee kes 42 .39 
Se reer ee 1.05 .97 
> ares 1.40 1.30 
ks SP. 6 vagedeanseane 1.40 1.30 
SS. eee renee 1.92 
Pe WOR Sus eva umeeeee 1.93 1.79 
No. 6 dry cells, ignition type, unit 
packages, 36c. each. 
Flashlights.—No. 935, 6%4c. each; 
No. 950, 64%4c.; No. 790, 13¢.; No. 705, 


19%c.; No. 750, 13%c.; No. 7 
— Shot.—No. 1461, $1.67; No. 1661, 


BOLTS, NUTS AND RIVETS.—De- 
mand is steady, and although not strong 
for this season of the year, compara- 
tively satisfactory. Higher prices on 
larger rivets at mills are generally es- 
tablished and the price situation in the 


| entire market has a firmer tone. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Bolts.—All styles except stove and 
tire bolts per 100 pieces, 60 per cent 
off list; stove bolts, 75 and 10 per 
cent off list; tire bolts, 60 and 10 per 
cent off list. 





Nuts.—All styles, 50 per cent off 
ist. 

Rivets.—Larger, $3.50 base per 100 
pieces; small wagon and tinner’s riv- 
ets, 60 per cent off list. 


BUILDERS’ HARDWARE.—Prices on 


| bronze and brass butts and brass valves 


and faucets have been advanced another 
10 per cent, and jobbers daily receive 
notification of higher quotations on 
products requiring brass or copper. 
Demand for all products included under 
this heading is active and prices are 
steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Butts.—-Ball tip, plated, dull brass 
and antique copper, less than case 
lots in 3 x 3 in., $18.50; per 100 pairs; 
3% x 3% in., $19; 4 x 4 in., $30. 

Hinges.—Heavy strap, 6 
per doz.; 8 in., $2.85; 10 in., 
extra heavy T, 6 in., $2.30 p 
8 in., $3.40; 10 in., $5.40; light strap, 
with screws, packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; : light, 2, 3 in., $11 per 100 pair; 
4 in., $12.¢ 


Hasps.—Hinges, without = screws, 
single dozen lots, 3 in., 65c. per doz.; 
4 in., 79c.; in., $1.05; enter?) 3 in., 
97c. per doz.; 4% in., $1.1 6 in., 

Garage Sets.—Swinging hinges, 10 
in., $3 per set. 

Lock Sets.—Heavy beveled, brass 
inside, $17 per doz.; front _door, $2.50 


per set; steel inside, $5.25 per doz.; 


front door, $1.65. 

FARM, GARDEN AND LAWN.— 
These products are probably the most 
active of all hardware goods just now. 
Retailers are re-ordering freely to re- 
place stocks which have moved into con- 
sumption more rapidly than usual, or 
at least, earlier than usual. Forks, 
rakes, hoes, grass hooks and shears and 
lawn mowers seem to be the most ac- 
tive articles. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Lawn: Rollers. —No. 2, 175 lb. with 
nage $8.5 55 each; No 5 Ib., 
$10.15; No. 5, 265 ‘lb., $12.70; No. 7, 


420 Ib., $14.60; No. 9, 565 Ib., $16.50. 

Garden Hose.—250 to 500 ft. coils, 
% in., The. to 9c. per ft.; %& *. 8c. 
to 10%c.; % in., 9c. to 131%c.; in 50 
ft. le sngths coupled Wc. per ft. 
higher; nozzles, Gem, $5 per doz.; 
Diamond, $4.25 doz.; reels, $1 to $4 
each. 

Forks, Rakes and Hoes.—Manure 
forks, No. 31, $13.63 per doz.; No. 
41, $15.24; spading forks, No. 84, $10. 80 
per doz.; Lys 72, $14.28; garden rakes, 
No. 014, $5. er doz.: No. 512, $8.64; 
No. 514, so. awn rakes, No. 124R, 
$5.50 per doz.; field hoes, $6 per doz. 


Barrows.—Garden, No. 81, $3.65 


each; No. 82, $4.75; No. 83, $5; No. 
84, $7. 75; No. 45, $4. 50; No. '35, $5.75; 
No. 25 $6.25. 


Trowels.—Garden, No. 7, 
doz.; No. 803, 90c.; No. 809, $2; No. 
100, $3.50; No. 85, 80c.; No. 62, 75c. 


a Hooks and Shears. Gpooks: 


$1.40 per 


No. $2.50 per doz.; No. $4; 
German, = 60; English, $7. Shears 
He. 360, per doz.; No. 380, $3.60; 
No. 


520, 35. 50; No. 525, $7; No. 530, 
$5.50; No. 540, $6. 


Shears.—Pruning, No. 25, $2 per 


doz.; No. 0, $4.50; No. 533, $6.50; No. 
4671, $9; hedge, 8 in. blades, ‘$1.25 
to $1.75 each; 9-in., $1.40 to $1.90: 
10-in., $1.60 to $2. 


Pruners.—Tree, Water, $1.30 to 
$1.60 each: Disston, $2 to $2.10: Rock- 
dale, $1.35 to $1.65; McKinney, $2.60 
to $3.60. 


Reading matter continued on page 48 
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Here Is the Kind of Mfrs’ Advertising 


On Exactly the Kind of Product 
That Helps the Hardware Store to Build Reputa- 
tion, Good-will, Prestige Among Users of Fine Goods 

















' ... mechanic 
. ov amateur 


are made for the 


~ y ANKEE” Tools 





mechanie who valucs 
his time and labor. 
They are made for 
every man who hates 
te take “all day” to 
do a job and who won't stand for 
tools that held him back. 





“Yankee ” ingenuity appeals to 
man’s own ingenuity. “ Yankee” 
Tools inspire, encourage him... 
make him better, by making work 
easier, better, more interesting! 


Only in took marked with the 
name “Yankee” can you get 
“Yankee” ingenuity, 
efficieacy, durability and 
economy. 


In the “Yankee” Spiral 
Ratchet Serew-driver, 
you find “ Yankee” in- 
genuity at its best. 


It is a spiral driver — 
right and beft movement, 
driving or drawing 
serews simply by press- 
ing on handle. It is a 
ratchet driver ~ likewise 


““YANKEE Too.s, 




















(Reproduced from The Saturday Evening Post. Note how illustra- 
tion and type dress reflect the quality of ‘‘Yankee” Tools.) 


hundred times | 
more useful” 


“Yankee” 
for speed, for working capacity. They save 



































Tools are made for convenience, j 


the man: his labor. Gice service: long 
wear. Pay ditidends on their cost every 


time you use them: the cheapest in the end, 


4 


ay 


nS aie 


“YANKEE” Tool is not made 
* the same as some other tool. 
No “Yankee” Tool ix made — 
unless it will do its particular 
job better than any other tool, 

That i* the rule of “Yankee” 
- from plain 
rt to spiral ratchet 
serew-drivers; from push drills 
to bench drills. 

No other push drill is like a 
“Yankee” Automatic Push Drill, 
Mechanics will tell you that you 
will save by buying a genuine 
"Yankee”™: “a hundred times 
more useful,” they say. 






A cheap imitation is an end- 
less extravagance. 


“Yankee” Automatic Push 
Drill, like the ~ Yankee” Spiral 
Screw-driver, is standard the 
world over. 

No. 41 “Yankee” Push Drill 
with «ef tension, $2.60. 

No, #4 “Yankee” Push Drill 
with adjustable tension, $3.15. 


right and left. It ts a rigid 
screw -driver: 13 igches long or 
1814 inches, jnst as you adjust it, 


Spring in handle’ makes it the 
Quick-Return. Just push! Spring 
brings handle back for next push; 
keeps bit in serew-slot. 








Ask tool dealer for “Yankee.” 


With a bit for small screws, 
another for medium «crews, and a | 
third for large, it is three different 
size serew-drivers in each of these 


peep tenemerapereenergee 








various ways of using the tool, 
tt also drills holes and counter- 
sinks the holes for the screw-heads. 


No. 30- A, - Standard 
Style. Three bits, 83.00, 











No, 130-A.~- Quick Re- 
tarn. Three bits, $3.45, 


Made also in Heavy 
and Light Patterns. 


ten agar seem 
-900006C8@ 
w at 9 = rT $ f i’ 











driver. Also Courtersink 


oe — 
YANKEE’ TOOLS 


MAKE BETTER MECHANICS 


\ << / 


YANKEE’ TOOLS 


MAKE BETTER MECHANICS 


Manufactured by Nortu Bros. Mre. Co., Philadelphia, U.S. A. 
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Sprinklers. 
King, $2.60; 
Pluvius, 

Sprinkling Cans.—Galvanized, 4-qt., 
$6 per doz.; 6-qt., $6.60; 8-qt., $7.50; 
10-qt., $8.40. 

Lawn Mowers.—12-in., $5 to $8.75 
each; 14-in., $5.25 to $13; 16-in., $5.75 
to $13. 50; iB -in., $8.50 to $14; 20-in., 


Sprays.—Bordeaux mixtures, 1-lb. 
papers 25c. per lb.; in 100-lb. drums, 
lic. per Ib.; arsenate of lead, 1-lb. 
papers, 25c. per Ib.; in 100-lb. drums, 
16c. per Ib. 


FERTILIZER. — Lawn and _ garden 
work is calling for fertilizer in large 
quantities and jobbers find demand 
steady. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 

Old Gardner, cases of 24 1-lb. car- 
tons, $2; 48 1-lb. aay $3.80; 10 5- 
Ib. bags, $3.20; 5 10-lb. bags, $2.75; 
2 25-Ib. bags, $2.25; 50-lb. sacks, $2 
each; 100-lb. sacks, ’$3. 50 each. 


HOUSECLEANING SUPPLIES.—Job- 
bers are experiencing the peak of the 
spring demands for products listed un- 
der this classification and retailers’ 
stocks are being rapidly reduced. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Mops.—O-Cedar, 33% per cent off 
list; cotton, best grade, No. 12, $4.20 
per doz.; No. 20, $6; No. 30, $10; No. 
36, $13. 50. Sec ond grade, No. 12, 
$2.75: No. 20, $4.50; No. 30, $6.75; No. 
36, $8.40. 

Chamois oe —12 x 14 in., $3.50 
per doz.; -, $6; 14 x 18 in., 
$7.50; 15 x 20 4 $9.20. 

Waxes.—Johnson paste wax, 1-lb. 
cans, 85c.; 2-lb. cans, $1.70; 4- Ib. cans, 
$3; 8-Ib. cans, $6; Old English, 1-Ib. 
cans, 85c.; 2-lb. cans, $1.70; 4-Ib. 
cans, $3; liquid wax, Johnson’ pints, 
75e.; quarts, $1.40; Old English, pints, 
75c.; quarts, $1.40. Dealers’ discount, 
33 14 per cent. 

Sponges.—According to size and 
quality, $2 to $9 per doz. Assortment 
of 22 sponges with wire rack, $6 per 
assortment. 

Wall Cleaners.— Smoky City and 
Cleveland, 85c. per doz. cans; Climux, 
$1 per doz. cans; Perfection paint 
cleaner, $3.25 per doz. 

Step Ladders.—Standard full rodded 
_— 28c. per ft.; extra, 40c. per 


Ring, 55c. each: Rain 
S ee Rain King, $8.25; 





Floor Polishers. — Johnson's elec- 
tric, $42.50 each, subject to discount 


of 25 per cent to retailer; hand, $3.75 
each; Old English, $2.60 each. 
Carpet Beaters. — Justrite, $1.10 


doz.; No. 4, $1.20. 


PAINTING SUPPLIES.—Paints are in- 
creasingly active and stocks are being 
rapidly reduced. White lead is un- 
changed following two successive ad- 
vances of 4c. per lb., and turpentine 
and raw linseed oil are still being 
quoted at recent levels. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Ready mixed paints, best grades, 
$2.60 per gallon; lower grades, $2 
(white and dark greens, 15c. per gal. 
higher); white lead, 13%c. per lb. in 
100-Ib. lots; 10 per cent less in lots 
of 500 lb. or more, and extra 4 per 
cent less in lots of a ton or more; 
turpentine, 73c. per gal. in barrel 
lots; raw linseed oil, 12c. per Ib. 
in barrel lots. 


POULTRY SUPPLIES.—Demand for 


incubators and brooders is receding, but | 





| 
| 


feeding troughs, fountains and kindred | 


products are still quite active. 
are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Incubators.—No. 1, $21 each; No. 


2, $24.50; No. 3, $32.55; No. 4, $38.50: 
No. 16E, $15.75; No. 17E, $21; all 
prices net. 

Brooders.—No. 117, $10.33 each; No. 
118, $12.95; No. 119, $15.75; No. 80, 
$12.25; No. 81, $12.95; No. 101, $18.55; 
No. 102, $22.50; all prices net. 


Fountains, Etc.—Fountains, 25c. to 
feeding troughs, 20c. to 85c. 


$1 each; 
mash hoppers, $1.30 to $2.10 


each; 
each. 

Cel-O-Glass.—In 
per sq. ft.; in 50-ft. 
sq. ft. 


SCREEN WIRE GOODS.—Screen wire | 
products are very active, sales by job- | 
bers running considerably ahead of last 
year. Further price advances in bronze | 
wire cloth hav 
on other wire goods are very firm. Busi- 
ness is particularly good in poultry 
netting. 


12¢c. 
per 


100-ft. 
rolls, 


rolls, 


12%c. 





Prices | 


| 


| 


| 
| 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Screen Wire Cloth.—Black No. 12 
mesh, $1.85 per 100 sq. ft.; opal, No. 
$a mesh, $2.10; bronze, No. 14 mesh, 


Screen Doors.—z2 ft. 8 in. x 6 ft. 8 
in., No. 241, $18 per doz.; No. 288, $24; 
No. 457-G12, $22; No. 315-B14, $42. 

Screen Windows. Wooden frame, 
extension; 12-33, a 30 per doz.; 15-33, 
$3.85; 18 40; 24-33, 10. 


No. 4, 
Poultry Netting.—Galvanized ‘after 
weaving, 50 and 10 per cent off list. 


WIRE PRODUCTS.—Wire products, 
particularly barbed wire and fence wire, 
are seasonably active, but the demand 
for nails leaves much to be desired. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Fence Wire 





per 100 Ib. Annealed aes ane 
No. 6 to 9 gage...... $3.00 $3.4 
ES | Re pe Be 3.05 350 
Re Re oe > 3.10 3.55 
Sh TE do ckceusadeaees 3.15 3.65 
SO CE in 0245 ha neasee 3.25 3.80 
ere ee 3.35 4.00 
Pt SE. Weck bas asey ed 3.55 4.30 
i Seer ee © 75 4.55 
Barbed wire (per 80-rod wee 
DeDUNE GOUREND: 5 h0.0 00 evo saeensoeaes 2.97 
ae eee er ere ees 3.18 
Boe ME abce rss Sos m secon aces 3.43 
ee a arr ere ee 3.17 
2-point cattle (special) .......... 2.25 
Field Woven Wire Fence (per 100 
Saimutes Mindis uae bce soe $39.80 
55.80 
ipa as bee 27.70 
es i rere 37.00 
MR ihccs 6tiess ape Oiehw DS ssiv stake 35.80 
Ee a eee a 49.20 
Poultry and rabbit (No. 14% gage): 
Nh, shoes ure ares se Se $36.50 
Tie RR RE a ere 2 8 44.0 
nt * SONI DE ta Leaman 49.50 
Smaller mesh: 
ED os vc bs od Ch we dee Caw $37.00 
DES: | S35 2) os Aloe aes 44.50 
NM, SS agit wh nny Sia 'oca-9's we 52.00 
a emer tr: . 60.00 
Steel Fence Posts: 
yalvanized Painted 
Tubular Angle Steel 
oh s'v b-etare 5 64 a-0'e EL che ernww be 
as TER eee fic. each 38c. each 
i Se .65c. each 40c. each 
i “it. ee ee eee eee 45c. each 
Bright nails, base, per keg, $3. 


New High Record for April Expected in 
N. Y. Wholesale Hardware Market 


NEW YorRK, April 16.—Though wholesale hardware sales volume 
for the first three months of this year averaged slightly below the 
level of the previous year, April business to date has greatly ex- 


ceeded the volume of business recorded for April, 


1928. The 


increase for the current month has been sufficiently large to prompt 
the prediction that a banner or new high mark for April will be 


established. 


If the present level is maintained for the remainder 


of the month business for the first four months of 1929 will be well 
ahead of the volume for the same period of the previous year. 


This increased activity has greatly stimulated the morale of local 


wholesale distributors. 


Spring merchandise dominates the orders 


being placed but staple shelf goods are also in active demand. 
Prices show firmness in practically all lines, with copper products 
maintaining the recent higher levels announced in the past three 


weeks. 


Reading matter continued on page 50 





BOLTS AND NUTS.—Demand is fairly 
good, with prices unchanged. There has 
been no further talk regarding higher 
prices. 
tory. 


Stocks locally appear satisfac- 


JOBBERS’ QUOTATIONS RE- 
TAILERS, F.0.B. NEW YORK 
Carriage bolts, 55 off list. 
lots, 60 per cent off list. 
Stove bolts, 80 per cent off list. 
Machine bolts, 34 by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 
50 per cent off list; 1% to 1%, 30 off 
list. 
Coach screws, 55 off list. Case 
lots, 60 per cent off list. Step bolts, 
50 per cent off list. 


" Case 


BUTTS.—The demand for steel butts 
continues steady but not for large 
quantities. 
tative. Local stocks are adequate. 


Prices shown are represen- 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Steel butts, 3x3 and 3% x3%, 21c. 
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There are signs and sounds of bustling activity 


in countless cellar workshops, these early 
spring evenings. With his good old Jimmy 
pipe producing clouds of evil smelling 
but most satisfying smoke, Mr. 
Handy-Man-With-Tools is giv- 
ing his window, door and porch 


screens, the once-over. 


A good window display of 
Chase Bronze or Copper Insect 
Screening with a few boxes of 
Copper Tacks spilled out in the fore- 
ground, and an assortment of hammers, saws, 
planes and other accessories, will remind the 
slow-to-start fellows that it is time to get busy. 


But be sure you are handling a brand of screen- 





CHASE 


The mark that identifies good 
brass and copper products. 


ing that will satisfy your customers. There 4s 


a difference in Bronze and Copper cloths. Chase 
screening is woven ina mill devoted exclusively 
to the production of Bronze and Copper 
wire screening. Not so much as a 
square foot of iron or steel wire 

cloth has ever been woven in 


the entire plant. 


Every Chase weaver knows his 
job thoroughly and through 
constant handling of one kind 
of wire, they know how to bring out 
the best there is in it. Silk weavers don’t 
often make good cotton mill operatives. And 
bronze and copper wire is just as different 


from iron or steel as silk is from cotton. 





SERVICE THAT REALLY SERVES - There are 
thirteen Chase warehouses located in important market 
centers, from New York to San Francisco and from 
Chicago to New Orleans, all fully stocked with Chase 
Bronze and Copper Insect Screening. CHASE service 
is unique in this respect ... manufacturer’s stocks in 
thirteen cities . . . a mighty attractive feature to dealers 
who want to pick up a few fill-in sizes in a hurry. 


CHASE BRASS & COPPER CO. 


— EN COR? OR AT 2 Oo 


WATERBURY ° . CONNECTICUT 
Chase Bronze and Copper Screen Cloth is stocked in the following cities: New York, 


Boston, Newark, Philadelphia, Baltimore, Cincinnati, Cleveland, Detroit, Chicago, 
St. Louis, New Orleans, Los Angeles, San Francisco. 
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per pair and in case lots, 19c. per 
pair; 4 x 4, 29c. per pair and in case 
a 26c. per pair; 44% x 4%, 52c. per 
pair. 


NAILS.—The recent advance of 10c. 
per keg is apparently in force through- 
out this market. Demand is fairly good, 
with stocks adequate. 


JOBBERS’ 4 tgp ty theged TO RE- 
TAILERS, F.0.B. NE YORK 

Common wire nails, ene 4d, $4.45 
per keg; 6d, $4.10 per keg; 8d, $4.05 
per keg; 16d, $3.95 per keg; 20d, $3.85 
per keg; common wire nails, galvan- 
ized, 4d, $6.95 per keg; 6d, $6.70 per 
keg; 8d, $6.55 per keg, and 10d, $6.45 
per keg. : 

Wire box nails, smooth, 4d, $4.65 
per keg; 6d, $4.30 per keg; and 8d, 
$4.15 per keg. Wire finished nails, 
bright, 4d, $5.15 per keg; 6d, $4.55 per 
keg; 8d, $4.30 per keg, and 10d, $4.20 
per keg. Wire finishing nails, gal- 
vanized, 4d, $7.65 per keg; 6d, $7.05 
per keg; 8d, $6.80 per keg, and 10d, 
$6.70 per keg. 


LAMP CORD.—A very active line at 
the present time, with prices firm and 
not likely to change. Stocks are con- 
sidered ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Lamp cord, prices are per 1000 ft.: 
18 ga. 1/32 silk covered lamp cord, 
brushed brass, white, maroon, old 
gold, green and brown, 500 ft. on a 
spool, $12.40; 18 ga. 1/64 silk covered 
lamp cord, maroon, old gold, old 
brass, white, green and brown, 500 ft. 
on a spool, $9.50; silk covered twisted 
lamp cord, white only, 250 ft. on a 
spool, $13; 18 ga. 1/64 cotton covered 
lamp cord, maroon, white and dark 
brown, 500 ft. on a spool, $8.30; 18 ga. 
1/32 cotton covered lamp cord, green, 
white, maroon, oak tan and dark 
brown, 500 ft. on a spool, $10.75; 18 
ga. 1/64 cotton single conductor wire, 
white, brown, oak tan, white with 
marker, brown with marker, and oak 
tan with marker, 500 ft. on a spool, 
$4.25; 18 ga. 1/32 cotton twisted lamp 
cord, green and yellow, 250 ft. on a 
spool, $12.50; 18 ga. black cotton re- 
inforced cord, 250 ft. on a_ spool, 
$16.50: 18 ga. cotton covered heater 
cord, 250 ft. on a spool, $16.50. 


ROLLER SKATES.—Demand reported 
very active, with prices firm. Stocks 
are said to be only fair. 


JOBBERS’ QUOTATIONS ko RE- 
TAILERS, F.O.B. NEW YOR 

Roller skates, Union line, ee 
web heel and toe straps, plain steel 
rolls, 72c. per pair; same with toe 
clamps and web heel, 78c. per pair; 
same for boys with self-contained 
ball bearing wheels, $1.42 per pair; 
for girls, $1.62 per pair. 

Roller skates accesories: Keys, 
2%c. each; skate wheels, with self- 
contained ball bearings, 10c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1 per 100; axle nut washers, 


60c. per 100; adjustment binding bolt, 
65c. per 100, and toe clamps, 12c. per 
pair. 


Chieftain line, No. 400, for either 
boys or girls, self-contained ball 
bearings, $1.45 per pair. 

Chicago line, No. 181, $2.65: No. 183. 
$2.75: No. 185, $2.75: No. 101, $1.33; 
and Nos. 103 and 105, $1.38 per pair. 


SASH CORD.—Firm prices and a fair 
demand reported on sash cord. Stocks 
are ample. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Sash cord, Sampson Spot, No. 8, 
65c. to 6714c.; Aetna, No. 8, 29%c. t 
33%c.; Phoenix, No. 8, 40c. to 41c.: 


Sachem, No. 8, 38c. 
No. 7 is 1c. higher, and No. 6 is 
3c. higher on all brands. 


SCREWS.—Demand is moderate, with 
prices firm. Stocks are adequate. 





JOBBERS’ QUOTATIONS 7 RE.- 
TAILERS, F.O.B. NEW YOR 

Wood screws, flat head, Ae se iron, 
40-10-10; round head blue, 40-10-10; 
round head, iron, nickel plated, 27h - 
10-10; flat head, galvanized, 20-10-10; 
flat head, brass, 3214-10-10; round 
head, brass, 2714- 10-10. These dis- 
counts apply to new standard screw 
ists, 

Machine screws, flat and round 
head, brass, 60 per cent discount. 

Iron, 60-74% per cent discount. 


SPRING GOODS.—Excellent demand is | 
reported for all kinds of spring mer- 
chandise. Early replacement or re-order | 
business has been unusually good. It | 
is freely predicted that April sales will| 9 in.’ blade, $1.09 each. Same with 
set a new high record for this month. | 
The trade is very optimistic on the out- 
look for a very high aggregate total | 
of business on lawn and garden tools 
and equipment, kindred accessories and 
related spring merchandise. Prices are | 
; being well maintained on practically all 
spring lines. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK 


Cultivators 


Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 
socket, enamel finish, 4 ft. ash han- 
dles, 60c. each; same with 4 forged 
steel adjustable prongs and 4% ft. 
ash handle, 85%c. each. 

Packed 6 in a bundle. 


Garden Hoes 


Ladies, garden hoes, 5 in. forged 
steel blade, solid shank, 4 ft. handle, 
63 1-6c. each. 

Meadow hoes, forged steel blade, 19 
gage, polished and bronzed socket 
shank, 4% ft. handle, 8734c. each. 

Nursery hoes, forged steel blade. 
polished and bronzed, solid shank, 
41%, ft. handle (ash), 7 in. blade, 
814%4c. each. 

Onion hoes, square top, polished 
forged steel blade, 7 x 1% in. bronze 
finish, 414 ft. handle, 8114¢. each. 

Garden hoes are packed 12 in a 
bundle. 

Warren type hoes, 98%c. each. 
Scuffle type hoes, 81lc. to 92c. each 


Garden Hose 


5@ in.—in 25 ft. lengths, 934 to 13c.; 
in 50 ft. lengths, 9 to 12%c. 


Grass Hooks 


No. 22 — Tempered steel blade. 
Bronzed on top side, 18e. each. 

No. 12 — English pattern. High 
grade steel blade, natural finish, 
— d back and edges,/58c. each. 

35 — Tempered steel blade. 
Rubber back and green enamel fin- 
ish. with black enamel handle, 35c. 

No. 33 — Offset pattern. Forged 
from bar tool stock. Riveted hard- 
wood handle and _ polished blade, 
42t4e. 

No. 43 — Offset pattern with green 
painted blade, 33'%4c. each. 

No. 7—Offset nattern. High grade 
steel blade, with polished face and 
forged steel shank attached to blade 
with two bolts. Corrugated handle, 
44c. each. 


Hay Forks 
Strapned ferrule, selected ash han- 
des. bronzed and polished, 3 oval 12 


in. drop forged tines, with 5 ft. bent 
handle, $1.151%4 each, and with 6 ft. 
bent handle, $1.39 each. 

Hav forks are packed 12 in a 
bundle. 

Five per cent off all prices en 
spring goods in bundle lots. 


Hedge Shears 


One serrated edge and one knife 
edge. Forged steel handles with grips. 
Tempered steel hlades, 6% in., $1.83 
each; 7% in., $2.00; 8 in., $2.17; 9 in., 
$2.33: 10 in.. $2.67. 

Ash handles with riveted tangs, 
fastened with bolt, 6% in.. plain, 90c.: 
7 in., notched. $1.30; 8 in., notched, 
$1.49: 9 in., notched, $1.50. 


Reading matter continued on page 


| Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 in. 
tines, bronze finish, $1.71 each. Same, 
| 6-12% in. tines, $1.89% each. 

| Strapped ferrules, drop forged oval 
| tines, polished and bronzed with 4 ft. 
| ash handles, 4-12 in. tines, $1.57% 
each. Same with 5-12% in. tines, 
$1.89% each. 

| Heavy mill or street forks, strapped 
| ferrules, bronze finish, wood D han- 
| dle, with 4 oval 15 in. heavy tines, 
| $2.17 each. All of these manure forks 
are packed 6 in a bundle. 


Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 


2 holes and 10 in. polished steel blade, 
$1.09 each. 

Mortar hoes are packed 12 in a 
bundle. 


Potato Hooks 
Solid steel goose neck, black and 


gold finish, 4% ft. handle, 5 round 
tines, $1.02% each. Same, with bent 
head, polished and bronze finish, 4 
angular black tines, 96%4c. each. 
These are packed 12 in a bundle. 


Rollers 


Welded steel drums, green painted 
with red handles. Plain bearing roll- 
ers, 14 in. diameter, 24 in. length, 
$8.55 each; 18 in. diameter, 24 in. 
length, $10.15 each. 

Roller bearing rollers, 24 in. di- 
ameter, 24 in. length, $14.60 each; 
24 in. diameter, 32 in. length, $16.50 
each. 


Steel Rakes 


Light weight, black finish, ash 
handle, 12 teeth, 46c. each; with 14 
teeth, 50%c. each; with 16 teeth, 
5416c. each. 

Medium bronze finish, straight 
teeth, 5 ft. ash handle, 12 teeth, 77c. 
each; 14 teeth, polished, 83%c. each; 
16 teeth, 8734c. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 5% ft. ash handle, 
16 teeth, $1.10 each; with 14 teeth, 
$1.01% each. 

Rakes packed 6 in a bundle. 





| TIRES AND TUBES.—There is no fur- 
| ther word regarding higher prices but 
the opinion prevails that an advance 
may be expected soon. Demand is show- 
| ing some improvement. Local wholesale 
| stocks may be considered satisfactory. 


JOBBERS’ QUOTATIONS Li RE- 
TAILERS, F.0O.B. NEW YOR 

Mansfield tires, 4 ply cee ‘type. 
29 x 4.40, $7.40; tubes, oe 30 x 4.50, 
$8.25; tubes, $1. 60; 29 4.75, $9.55; 
tubes, $1.70; 29 x 5.00, *39. 90; tubes, 
. $1.75; 30 x ’5.00, $10.20; tubes, $1.80; 
31 x 5.00, $10. 65: tubes, 5; 32 x 
| 5.00, $11. 75; tubes, $1.90; 28 x 5.25, 
| $11.10; tubes, $1. 85; 30 x 5.25, $11.90; 
tubes, $2.00; 31 x 5.25, $12.25; tubes, 
$2.05: 29 x 5.50, $12.65; tubes, $2.2 
Same, 6 ply, 31 x 5. 25, $14. 70; tubes, 
$2.05; 30 x 5. 50, $16.05; tubes, $2.35; 
30 x 6.00, $16. 15; tubes, $2.25; 31 x 
6.00, $16.65; tubes, $2. 30; 32 x 6.00, 
$16.95; tubes, $2. 40; 33 x 6.00, $17.55; 
tubes, $2.55. 


| Tire display racks, Ses 00 eac 
| PRICES IN AL INSTANCES 
: ARE EACH. 


WIRE CLOTH.—There has been no 
further price change in copper and 
bronze wire cloth, although replace- 
ment costs of raw copper justify a 
higher wire cloth price in the opinion 
of local factors. Prices are firm and 
the advance of 25 per cent 100 square 
feet made two weeks ago has been well 
maintained. Should there be any price 
movement on bronze and copper wire 
cloth the trend would be upward. Gen- 
eral demand is reported as fair. Local 
stocks are apparently satisfactory. 
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GRA Y-WICK 


“Gray-Wick may cost a little more, but—it is worth it” 


This popular brand of Screen Wire Cloth has proved one 
of the best sellers on the market. 


It is extremely durable, being made from rust-resisting 
Open Hearth Steel produced in our own furnaces. The 
wire is drawn in our own mills and every operation is 
under our personal supervision. 


Gray-Wick carries an extra heavy electro zinc coating 
thoroughly enameled with transparent varnish. It gives 
wonderful service and absolute satisfaction. being known 
as the cloth of “Long Life.” 


It unrolls smoothly and lies perfectly flat, making it eaay 
to apply. Has a pleasing Gray color. 


All brands of Wickwire Brothers Screen Cloth will be 
furnished this season in rolls of one piece each, also all 
brands will be furnished, in addition to 100 lin. ft. rolls, in 
50 ft. and 25 ft. length rolls, without extra charge. 


Your Jobber will supply you. 


12 Mesh, No. 33 gauge each way Our Other Brands of Screen Cloth 
14 Mesh, No. 33 gauge each way Cortland Black Enameled 
16 Mesh, No. 33 gauge filler White Metal Finish 
No. 34, gauge warp Wickwire Premier 
18 Mesh, No. 34 gauge each way Wickwire Bronze 


Wickwire Copper 
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Missouri River Crossings Territory Reports 


Rush of Orders 


(Kansas City office of: HARDWARE AGB) 


KANSAS City, April 16.—As the little boy said in his Easter 


speech, “spring has came,” 


the hardware line is lively enough to suit the most ambitious. 
Though the hardware movement 


rush seemed to come overnight. 


and the rush for merchandise all along 


This 


jogged along at a fairly steady gait during the cold months and com- 
pared favorably with that of corresponding previous seasons, still 
it was a tight winter; some of the more impatient jobbers regarded 
the movement as “sluggish” which word, however, does not ac- 


curately describe it. 


Steel goods and other agricultural | 


sundries are in stiff demand. 
equipment, door hangers and spray 
pumps are being shipped out in quan- 
tity. Poultry supplies continue to move 
more readily. There seems to be no 


end to the development of trade in this | 


line. More and more the farmers and 
others are getting into the poultry busi- 
ness on a bigger and bigger scale. It 
all means additional cash customers for 
the hardware man who sells the poultry 
people their supplies in the first place. 

“The rush for merchandise came on in 
a hurry and neither the jobbers nor the 
factories had enough advance orders on 
hand to prepare them ahead of time. 
Some shorts are inevitable. Prompt 
service cannot be given in every case.’ 


AXES.—Little movement is noted in 
this line. Prices stationary. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


First ge tad hr a bitted unhan- 
$14.50 base; 


dled axes, 3 lb., 
handled, $18.75 . $20. 50 base. 
BUILDERS’ HARDWARE.—With an 


increasing reserve of cash in the coun- 
try and splendid crop and business pros- 


Barn | 





EAVES TROUGH AND CONDUCTOR 
PIPE.—Trade is distinctly on the up- 
grade. This line is conspicuous in the 
general movement. Prices unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 
28 gage, 5 in. lap joint eaves 
trough, $4.75 per 100 ft.; 28 gage, 3 
in. conductor pipe, $5 per 100 ft. 


MILD STEEL BARS.— Business is 
good and on the increase. Open weather 
is accelerating volume. There is a ten- 
dency toward more firmness in the mar- 


ket. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Bars, shapes and 
3.56 per cwt. base; 
and shapes, $3.66 per cwt.; mild steel 
bands, 3-16 and lighter, $4.21 per 
ewt.; steel hoops, $4.66 per cwt.; 
inforcing bars, $3.40 per cwt.; cold 
rolled round shafting, $4.16 per cwt.; 
cold rolled square bars, $4.66 per cwt. 


small angles, 
structural sizes 


| NAILS.—Demand and movement are 


pects, the jobbers along the Missouri | 


River are looking for a good movement | 


A gratifying 
begun. Prices 


of builders’ hardware. 
movement has already 
firm. 


JOBBERS’ QUOTATIONS TO R 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Case lots of 2% x 2% steel butts, 
old copper and dull brass finish, 
$19.25 a hundred pair; 3% x 3%, $20 
a hundred pair; 4 x 4, $27 a hundred 
pair; heavy steel bevel inside sets, 
case lots, $5.50 per doz.; steel bit- 
keyed front door sets, $18 per doz. 
set; wrought bronze metal, $2.25 per 
set; cylinder front door sets, wrought 
bronze metal, $6.50 per set. 


CARRIAGE AND MACHINE BOLTS. 
—Movement is brisk and shows week- 
by-week improvement. Mail orders are 
frequent. Travelers report interest. 
Prices steady. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Small carriage, rolled thread, 50- 
10-10-5 off list; small carriage’ cut 


thread, 50-10-5 off list; large carriage 
cut thread, 50-10-5 off list; —— 


machine rolled thread, 50-10-10-5 off 
list; small machine cut, i Sekt 5 oft, 
from list as of Apri 





| 
| 





excellent. Jobbers and factory repre- 
sentatives report continued increasing 
interest. Prices are growing somewhat 
stronger, though still competitive. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Common wire nails, $3.50 per keg, 
base (see new extras). 


OIL.—Trade is active. Linseed is lower. 
Turpentine is none too strong. 

JOBBERS’ QUOTATIONS TO 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Raw linseed oil in steel-drum lots, 
90c. per gal.; boiled linseed oil in 
steel-drum lots, 93c. per gal. Tur- 
pentine, pure gum spirits, in steel- 
drum lots, 70%c. per gal. 

ROLLER SKATES.—There is no abate- 
ment in the popularity of roller skates. 
Both children and the older young peo- 
ple use them to a rapidly increasing ex- 
tent. There are more rinks in this ter- 
ritory than have been noted for twenty 
years. The price situation, neverthe- 
less, is extremely unsatisfactory to the 
wholesalers along the Missouri River. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 


CROSSINGS: 
Chicago line: Nos. 103 and 105, 
i $0 Per f pair; Pt 101 bags No. 185, 
3, $2.75; Ne 18i » $2.68. 
‘Union Sparduass line: 
per pair; in quantities, 55 a 99" pairs, 
$1.55; 100-or more, $1. *. Same prices 
on No. 6. No. 6, per pair; in 


$1. 
. quantities, 55 to 99 aon $1.65; 100 








or more, $1.55; No. 130 rink skates, 
$1.98 per pair; No. 130L, ladies’ rink 
skates, $2.11 per pair. 


SASH WEIGHTS.—Some inquiry is de- 
veloping, though trade is not heavy. 
Prices remain stationary. 


yt QUOTATIONS TO RE- 

AILERS, — MISSOURI RIVER 
CROSS! NGS 

In one- -ton lots or more, $1.90 per 
ewt.; less than ton lots, $2 per cwt. 


SCREWS.—Demand 
prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Flat head bright screws, 4714-20 
per cent off list; round head, blued 
screws, 42%4-15 per cent off list; flat 
head brass screws, 42%-15 per cent 
off list; round head brass_ screws, 
37%-15 per cent off list. 


TIRES.—An upward movement is man- 
ifest in this line, so far as demand is 
concerned. Competitive conditions still 
rule the price situation. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield automobile, covered by 
standard warranty, 30 x 3%, oversize, 
heavy duty cord, s.s., cl., $7.25; 31 x 
4, $11.40; 32 x 4, $12.10; 33 x 4, $12.70; 

32 x 4%, $15.95; 33 x 4%, $16.60; 
5, $21.70. igor 29 x 4.40, tick 


$8; 330. 4.50 $8.9 5 
$12.90 i 6.00, 


is normal and 


, 12 ply, $91.60. 
(All Soregoing. prices subject to 5 per 
cent trade discount.) 


TUBES.—Business is better as the mild 
spring days unfold. Prices somewhat: 
weak. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield, 30 x 8%, heavy duty, 
tan, $15.60 per doz.; 31 x 4, tan, $12° 
per half doz.; 33 x 4, tan, $13.20 per 
half doz.; 32 x 4%, tan, $15 per half 
doz.; 33 x 4%, tan, $15.60 per half 
doz. Balloon, 29 x 4.40, heavy duty, 
$18.60 per doz.; 30 x 5.25, $12.90 per 
half doz.; 31 x 6.00, $14.70 per half 
doz.; 33 x 6.00, $16.60 per half doz. 
(All foregoing prices subject to 10 
per cent trade discount.) Special 
brand tubes, 30 x 3%, 55 to 70 gage, 
2%-in. pole, reinforced valve base, 
vulcanized splice, full size valve, 75c. 
each; 29 x 4.40, 92c. each. 


WIRE CLOTH.—It is hard for the Mis- 
souri River jobbers to describe the price- 
situation on wire cloth in temperate 
language. They say all profit has been 
cut out of the business. Black wire 
cloth started in at the beginning of the 
season at $1.85, but the bulk of the 
initial orders went at lower figures. 
than that. An advance of 25c. per 100 
sq. ft. has registered on copper and’ 
bronze because of the rise in the cop-- 
per market. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Black wire cloth, 12 mesh, $1.75 per 
100 sq. ft.; galvanized, 12 mesh, $2. FO: 
14 mesh, $2.55; 16 mesh, $2.85. Bronze, 
14 mesh, $6.50; 16 mesh, $6.90. Cop-- 
per, 14 mesh, $6; 16 mesh, $6.25. 
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A sales feature of the season—the Sargent 
set of Screen Door Hardware 


‘Tuts Sargent set of screen door hardware saves a 
lot of trouble both for you and for your customers. 
Here is everything necessary, including screws 
butt hinges, latch and lock, and “‘Quick and Quiet”’ 
door closer. Every piece is of the usual Sargent 
high quality, perfect in operation and built for a 
lifetime’s use. 











One Screen Door Latch and Lock No. OB-5973-TC. 


from inside. 





One selection, one package —and your customer 
has the best for his screen door, or storm door. One 
box, one sale, one profit, less trouble and time— 
and you have a sales feature that is more than 
worth your while to push. Sargent & Company, 
New Haven, Conn.; 94 Centre Street, New York; 
150 North Wacker Drive (at Randolph), Chicago. 





One pair Butt Hinges No. 500, One Sargent “Quick and Quiet”? Door Closer No. 
3 x 3 in. Old Brass Finish on 520. Will fit any door opening out or opening in and 


Old Brass Finish on Brass. Will not rust and 

discolor the door. Easy acting; latches every Cadmium Plated Cast Iron. opening either to right or left, without change. Can 

time door closes and can be securely locked Highly rust-resisting. Made to be adjusted to close door rapidly or slowly without 
last a lifetime. slamming. Built to give satisfactory service for years. 


i ee eed eq 


SARGENT 


LOCKS AND HARDWARE 
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EVERYBODY’S BUSINESS 


By FLOYD W. PARSONS 


Developments Extraordinary 


S the locomotive pulls out of the station, the puffs 

at first are slowly spaced and labored, but they 

come faster and faster as the rate of movement 
increases until high speed is attained and the individual 
puff is lost in the con- 
tinuous roar of the en- 
gine. So it has been 
with the development of 
our civilization—revolu- 
tionary discoveries which 
came slowly at first now 
occur with such high fre- 
quency that we have be- 
come more conscious of 
the general effect than of 
any single epoch-making 
achievement. 

We are in possession 
of scientific tools un- 
dreamed of by the great 
thinkers of antiquity. 
The speed of accomplish- 
ment has become tre- 
mendous. Our progress 
is getting control of 
physical and _ chemical 
nature has no parallel in 
history. 

The public marvelled 
at the power of the en- 
gine built by George 
Corliss to operate the 
machinery of the Cen- 
tennial Exposition in 
1876. This wonderful 
power unit was rated at 
1400 horsepower, and people questioned the possibility 
of making further advances in the creation of machines 
to deliver mechanical energy. Now we are producing 
hydroelectric units that easily develop 70,000 horse- 
power, and no one appears to believe that the limits of 
this expansion are anywhere in sight. Our consumption 
of coal for generating electricity last year would have 
been 50,000,000 tons greater if the methods and machines 
of 1918 were still in use. 

Fewer and fewer tasks are being left for human 
hands. Soon it will not be necessary for the motorist 
to perform a back-breaking job when a tire has to be 
inflated along the highway. A simple little device, con- 
structed on the principle of the air compressor, may now 





New Mechanical Eye Searches Boundaries of Creation 


be attached to each wheel. It is entirely automatic in 
operation, forcing air into the tire each time the wheel 
revolves. When the required pressure is secured, a check 
valve comes into action, preventing any further intake 
of air until the pressure 
has again fallen 
below the predetermined 
amount. In the case of 
punctures or slow leaks, 
this device will keep the 
tire at the proper pres- 
sure as long as the car is 
running. 

A new six-cylinder au- 
tomobile engine with a 
single sleeve valve is 
practically noiseless, has 
few moving parts, is ex- 
tremely economical in the 
consumption of gasoline 
and oil and can be built 
at a relatively low cost. 
With the first advance in 
the price of motor fuel 
we will witness a flood of 
improved designs for au- 
tomobile engines. 

The trend toward au- 
tomatization is extending 
to age-old industries like 
that engaged in the man- 
ufacture of fur gar- 
ments. For years the 
skinning of animals was 
a delicate, tedious hand 
job. But the popularity 
of furs and their rapid rise in price has forced a change 
in the art and developed a situation in which the removal 
of the skin from the carcass is entrusted to only a tried 
few. The slight slip of a hand-operated knife may 
greatly reduce the value of a pelt. To eliminate this 
hazard, a clever tool has been introduced that employs 
rotating knives operated by electricity. So delicate is the 
mechanism that the working depth of the teeth can 
easily be altered to correspond with the thickness of the 
skin. 

A new German device called the “telehor” may soon 

be used to transmit moving pictures and to serve re- 

search workers by getting pictures of places where hu- 
(Continued on page 64) 
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PERFECT The best known 
TEMPER and known as 
THE BEST 


The merit and prestige of Kelly Axes is maintained in Kelly Hammers 
The Kelly line covers the ENTIRE PRICE-RANGE of reliable hammers 
$2.00—$1.50—$1.25—$1.00—75e-—50c 


In ordering, dealers are not limited to arbitrary packages or assortments, but may obtain 
these hammers from their jobbers, in any of the sizes to suit their requirements. 


Kelly “Vanadium” 





Hexagon neck, round head, reinforced “Bite Tite” claw Vv 
High polish finish. Special shape second growth hickory handle A 
Each in an individual carton N 
A 
THE D 
FINEST : 
CARPENTER M 
HAMMER THE 
a ade in sizes: oz an oz TOUGH 
Retail price $2.00 each Pee ee Te STEEL 


Kelly “Perfect” 
Bell Face Claw Hammer. Polished 


Retail price, 16 oz., $1.50 Made in all sizes: 





ais 5 oz., 7 0, 13, 16, 20 and 
'z 
“Falls City” “Falls City” 
Octagon neck, round head. Polished Bell Face, Claw Hammer. Polished 
Retail price, 16 oz., $1.25 each Retail price, 16 oz., $1.00 each 





Made in sizes: 13 oz., 16 oz., 20 oz. 


Also made in Double Octagon. Made in all sizes: 5 oz., 7, 10, 13, 16, 20 and 28 oz. 
“Hand Made’”’ “Union Tool Co.” 
Black forge finish, face and claws polished Rough Forge finish, Hickory handle, stained walnut 
Retail price, 16 oz., 75c each Retail price, 16 oz., 50c each 





Made in all sizes: 5 oz., 7, 10, 13, 16, 20 and 28 oz. Made in one size only. (16 oz.) 


KELLY AXE & TOOL CO. CHARLESTON, W. VA., U. S. A. 
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Rugged strength and 
proven service are 
provided in the sturdy 
lines of GRIFFIN 
Garage Hardware 
Sets-used by thought- 
ful builders every- 
where. s 
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Manufacturing Co 
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The American Can Case 


HE unending controversy over price discrimina- 
I tion has broken out with renewed fury as a result 
of the recent decision of the Supreme Court of 
the United States in what is known as the American 
Can Case. A good many commentators seem to think 
that this decision not merely reverses the famous ruling 
in the Mennen Case of six years ago but that it will 
compel manufacturers to adopt a one-price-for-all policy 
and thereby deprive the chains and other big buying or- 
ganizations of one of their greatest advantages. A very 
careful study of the decision has failed tu convince us 
that it holds any such meaning. The ruling is, how- 
ever, of such importance that we believe it calls for the 
most thoughtful consideration of everybody engaged in 
interstate commerce, either as a buyer or a seller. 


‘Tue American Can Case originated in a complaint 
brought against the American Can Co. and the Van 
Camp Packing Co., Inc., by the George Van Camp & 
Sons Co. The plaintiff alleged that the American Can 
Co. sold its cans to the Van Camp Packing Co. at 20 per 
cent below its publicly announced standard prices and 
that it also supplied machines for sealing cans free of 
charge, although collecting a rental for such machines 
from the George Van Camp & Sons Co., a competitor 
of the Van Camp Packing Co. The Supreme Court 
held that the action of the American Can Co. was a viola- 
tion of the Clayton Act. The decision of the court is 
of such far-reaching importance that we give the exact 
wording of the two specific questions which the court 
answered in the affirmative. These questions were: 

“Question 1. Does section 2 of the ‘Clayton Act’ 
(United States Code, Title 15, Section 13) have appli- 
cation to cases of price discrimination, the effect of 
which may be to substantially lessen competition, or tend 
to create a monopoly, not in the line of commerce where- 
in the discriminator is engaged, but in the line of com- 
merce in which the vendee of the discriminator is en- 
gaged? 

“Question 2. Where one who makes an article, and 
sells it, interstate, to “persons engaged, interstate, in a 
line of commerce different from that of the maker, dis- 
criminates in price between such buyers (said discrimina- 
tion not being made on account of differences in the 
grade, quality or quantity of the commodity sold, nor 
being made as only due allowance for the difference in 
the cost of selling or transportation, nor being made in 
good faith to meet competition) and the effect of such 
discrimination may be to substantially lessen competition 
or tend to create a monopoly in the line of commerce 
wherein the buyers are engaged, does the maker and 
seller of the article, making such price discrimination, 
transgress section 2 of the ‘Clayton Act’ (United States 
Code, Title 15, Section 13)?” 


W HILE it is quite true that in deciding these two 
questions in the affirmative the court has ruled that price 
concessions which tend to “substantially lessen competi- 
tion” or “to create a monoploy” are illegal, a number of 
reservations are made which greatly weaken the force 
of this decision as it applies to the average merchandis- 
ing operation. These reservations are specifically set 
forth in Question 2 where the Supreme Court makes 
some highly important exceptions from its ruling. By 

















HARDWARE AGE for APRIL 18, 1929 


$7 





inference the court says that discrimination in prices may 
be justified on the following grounds: 1—Difference in 
grade, quality or quantity of the commodities sold; 
2—Difference in cost of selling or transportation. 

It seems to us that by far the most important word in 
these reservations is “quantity.” Apparently, the Su- 
preme Court justifies a’ difference in price for varying 
quantities and on this interpretation the decision would 
have no bearing in a case where a manufacturer sold 
to a chain, for example, at a lower price than to an 
independent merchant, basing the difference on the 
grounds that the chain purchased much larger quantities 
of his commodity than his independent competitor. 
However, lawyers who have studied the decision are far 
from agreement on this simple interpretation. They 
point out that the crux of the matter is not the quantity 
of goods bought but the effect produced by selling at 
different prices. In other words, if a difference in price 
tends to reducé competition or create a monopoly, the 
grantor of the varying prices is violating the law regard- 
less of quantities purchased. This would mean that if 
an independent merchant could prove that the price 
granted his chain competitor was one which he could not 
compete against he would then have just cause for legal 
redress regardless of any difference in the quantity of 
his order and that of his competitor. 


Tue exact meaning of the Supreme Court decision 
will undoubtedly be wrangled and fought over in many 
cases before business arrives at a clear understanding 
as to its meaning, but the court has established a funda- 
mental principle upon which all subsequent decisions pre- 
sumably must rest and that is that the maintenance of 
free competition in business is a cardinal objective of our 
law and that anything that tends to interfere with such 
free competition is by virtue of that very fact illegal. 


New Stay-Put Control for Garage Doors 


A new device designed to control garage doors is manufac- 
tured by the Door Operators Corp., 1217 West Monroe Street, 
Chicago, Ill. The Stay-Put garage door control is governed by 
the tension of strong steel springs attached to segment gears, 
which operate through strong channel-iron arms fastened to 
the doors. 








The manufacturer states that this product automatically opens 
both doors to the full width when one door is partly opened 
by hand. It will also automatically close both doors when one 
door is partly closed by hand. The Stay-Put will hold both 
doors wide open when desired and will also hold them tight shut 
when needed. 

The action of the doors is synchronized by the gears. There 
is no possibility of the doors blowing shut after once opened, 
says the manufacturer. The product comes completely assembled 
and ready to put up. No oiling or greasing is required. The 
Stay-Put has been designed to fit doors of any width and can 
be set to hold doors on any angle or slant, operating all doors 
except those which slide or are mounted on tracks. 











The new Griffin PER- 


FECTION Screen Door 
Hardware Set No. 1740 
offers improved de- 
sign, superior quality 
and efficiency at an 
appealing price. Ask 
or our new folder 
which illustrates and 


describes this latest 
GRIFFIN product. + + 





vanch Offices. 


New York, 45 Warren St. 
Chicago, S58 W. Randolph St. 
Boston, 76 Batterymarch 

San Francisco, 703 Market St. 
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Here is a 
Super Ratchet 
Breast Drill 


that will give more than a life- 
time of ordinary service. Light 
weight, advanced design, pow- 
erful. and extremely smooth 
running. 

It is the drill to sell because it 
gives you a good reputation. 


Also many other styles and 
sizes. Write for Handbook 
No. 16. 





Goodell-Pratt Company 
T oolsmiths 
Greenfield, Mass. 













The Practical Use of the Drawlet 
Speed Pen for Lettering and 
Drawing 
(Continued from page 29) 


line for the top group of lettering and ending at the 
right upright line for the right group of lettering. This 
is a very simple system of layout as it does not require 


' an equal distance of lettering from the center of the 


| the right. 


| ceed to lay out your work in pencil. 


| or tan. 





card. If every line of lettering is a different length, it 
does not matter, as they are lined up at the left and at 
Study carefully the forms and proportions 
of each letter shown here. It is a good idea to sketch 
out what lettering you wish to do with a lead pencil 
first. Then go over these pencil lines with the speed 
pen. Always be sure to have all horizontal lines drawn 
the height you wish to make your letters. Then pro- 
After re-trace with 
speed pen. 

The Speed Pen gets its name because you can do let- 
tering with this pen in one-half the time required to do 
the same amount of lettering with the brush. The show 
cards illustrating this article were “knocked out” in 
record fashion, as the. time written on the bottom of 
each card indicates—10, 15, or: 20 minutes. Of course, 
this does not mean the shading of the letters, the border 
around edge of card or the pasting on of pictures, nor 


| would the writer expect a begmner to work the pen as 


quickly as this; it only goes to show what has been done, 
can be done by anyone who will practice. 

The letters will present a much more finished appear- 
ance if shaded in light tints, such as gray, blue, green 
This shading must be done with a brush. The 
shadow should be done at the left of each letter, being 
careful to keep’ from touching the edges of letters. 

Constant practice with these pens will enable the be- 
ginner to do much better brush work. If very large 
letters are required, they may be first outlined with pen 
and afterward filled in with a brush. 

There is practically no end to the fancy scrolls, bor- 
ders afid ornaments that can be made with round bill 
speed pens. 


What They Say About Us 


“IT want to take this opportunity of thanking you 
for the splendid book you sent me on ‘Putting a Kick 
Into Hardware Selling.’ 

“This is the best book on hardware selling I have ever 
read. I think another good title for this book would be 
‘How a Hardware Clerk May Become a Hardware 
Salesman.’ 

“[ appreciate very much you sending me this book 
and as we are just ‘breaking in’ a new man I have let 
him have it to read and I think he is thoroughly enjoying 


| it and I know he will be benefited by reading it. 


“Thanking you for all past courtesies, I am, 
“Yours most sincerely.” 
(Signed) LutHer Haren, 
Gadsden Hardware Co., 
Gadsden, Ala. 
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“CHECKING UP” 


(Continued from page 27) 


in college who would soon come home, and he proposed 
to put him in the business, but it would take this son, 
no matter how bright he is, several years to learn the 
business. In the meantime, of course, anything might 
happen. 

This is one point that is frequently overlooked, espe- 
cially in small “one-man” businesses. One man makes 
a success or he continues his success, but he does all the 
business himself. He runs his business in his vest pocket. 
This type is usually very secretive about all the affairs of 
the business. Then some fine day he passes away sud- 
denly and the business is left without anybody who 
knows how to manage it. 

In every business it is of the greatest importance 
that there should be a second, and even a third, man 
being trained, with full knowledge of the plans, policies 
and management of the business. Simply to depend 
upon some young man to come home from college to 
take his father’s place is hardly safe. Possibly this 
young man, no matter how good he may be in other lines, 
may not be fitted to handle just this particular kind of 
a business. 

Personally, I did not care to make any investment in 
this business, not on account of the record of the busi- 
ness, but simply because it was a one-man affair. 


W: are hearing a good deal these days about invest- 
ment trusts. I don’t know much about them. The idea 
T have gathered is that a number of experts in investing 
have gotten together and they buy and sell securities in 
large volume. The small stockholder buys stock in the 
investment trust and then the investment trust does the 
investing. 

These investment trusts have existed in Europe for 
many years. In England several of them are very old 
and have earned a great deal of money for their stock- 
holders. Of course, it is all a question of the ability 
and honesty of the management. 

Investment trusts, in the future, will cut more and 
more of a figure in Wall Street. Even seasoned finan- 
ciers are not quite sure as yet just what influence they 
will have, and whether it will be very good or very bad. 
In the recent flurry on Wall Street, it was found at 
first that these investment trusts had loaned millions 
of dollars at the high call rates. When the market 
smashed, as they saw an opportunity to pick up bar- 
gains in stocks, they called their loans, that is, asked for 
their money “P.D.Q.” and just as quickly as possible 
invested this money in some of the bargains that were 
on the counter. 

This, of course, had a very unsettling effect upon the 
call money market. In a crisis when money was needed 
the most, the investment trusts called it. This was one 
reason that Mr. Mitchell, president of the National City 
Bank, came to the rescue of the market with his $25,000.- 
000. 

The Federal Reserve Bank naturally have a respon- 
sibility in the money market, but these investment trusts, 
as far as the money market is concerned, have no re- 
sponsibility whatever. Therefore, when Wall Street 
offers a long line of bargains, watch the buying of the 













































Tou: 


Year Round 
Toy Garden Set 


Every family, with or without 
children is a potential customer for 
the No. 551 Arcade Toy Garden 
Set. It is strongly built and the 
blades of the spade and hoe are 
made from a tough grade of heavy 
guage steel. 





“They Look Real” 





No 568 
Toy 
Clipper 

Lawn Mower 























It is a joy to see 
children pushing 
one of these real 
looking toy lawn 
mowers behind their 
Daddy as he mows 
the lawn. Every 
hardware’ store 
should carry toy 
lawn mowersas well 
as real-ones. 


Jack Set No. 15 


Children look to hardware stores to supply them 
with jack sets. A children’s window display would be 
appropriate now, decorated with toy garden sets, lawn 
mowers, jack sets and many other types of Arcade toys, 
for every age. 


Write us for Catabg ~ Ask your Jobber for Prices 


ARC AD HARDWARE 


and TOYS 
Arcade Manufacturing Co. 





ae 
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Non-Absorbent 
Fibre Ware 


We are the distributors for 
the ALMO Line of high 


quality Imported Fibre 
Ware of French manufac- 
ture. 


This ware is thoroughly IN- 
DURATED and - impreg- 
nated by a special TREAT- 
MENT which _ completely 
fills all pores and makes it 
absolutely liquid tight (see 





sectional cut). It is 


Made From 





pore is 
infusion 
with a special solu- 
tion making indurated 
ALMO Ware abso- 
lutely liquid tight. 


Each tiny 
sealed by 


Mahogany Finish 


Genuine Wood Pulp 


(not waste paper). It is seamless, 
odorless, rustless and stainless. It 
will not shrink or expand, swell or 
fall apart. The Fibre Pail shown 
is a big seller for handling light 
acids, dyes and food products. 
Factories, shops, hotels, farmers, 
etc., use these pails. 


Look for Trade-mark on each 
item. Our line includes 12 splen- 
did sellers upon which we quote 
liberal discounts. 


Almo Trading & Importing 
Co., Ine. 


61 East Ilth St. New York 














Indiana Rolling Mill Co. 


Everybody 
Uses 


The ‘‘X-tra Quality” 
in these shovels is 
more than a name— 
they really have 
more quality § than 
usual. 


Indiana X-tra Quali- 
ty Shovels give the 
customer extra ser- 
vice. They assure 
extra profits for the 
dealer who sells 
them. 


Write for literature 


New Castle, Indiana 









investment trusts. That should stabilize the market, 
but on the other hand, as these trusts grow in power 
and as they control larger sums of money, it is a question 
whether they will not have the power to put the market 
up and down almost at their own convenience. Sup- 
pose twelve or fifteen presidents of great investment 
trusts got together and decided to carry out a certain 
policy in buying or selling. It does not take much 
imagination to see what might happen. In other words, 
as manipulators in the market, investment trusts may 
become far more powerful than the very wealthy pool 
operators who have been so much in evidence in recent 
years. 


am reason I refer to these investment trusts is be- 
cause from time to time I am having such good business 
offers come to my office from small concerns who have 
difficulty in financing, that I am wondering if some day 
there will not be some kind of an investment trust which 
will help finance small concerns with good earning 
records. It is easy for a large concern to sell their 
securities and get money, but it is exceedingly difficult 
for a small one to do the same thing, no matter how 
good the record of the small concern. Financiers do 
not care to bother with anything less than four or five 
millions. These little fellows who only want $500,000 
or a million dollars or $100,000 cannot get a look-in. 
Some day someone is going to organize an investment 
trust that will take care of the wants of these little 
fellows. 

The trouble with our national banks is the fact that 
they only wish to loan money on sixty or ninety days. 
They wish to have their loans liquid. This is a very 
poor way to borrow for a merchant who needs an in- 
creasing capital in his business. Just go to a bank and 
talk to them about a loan for one year and see what 
will happen. Still smaller merchants often need capital 
on longer terms than they can get at present, and it 
seems to me that here is a splendid opportunity for some 
kind of a trust to investigate, check up and take care 
of the needs of these smaller lines of business. 





Home Made Conditions 


No one can impart to others what he 
himself does not know. 


And yet—we find merchants expect- 
ing their employees to sell without 
training; to work efficiently without sys- 
tem or supervision; to bring in profits 
when they do not even know the items 
in which prospective profits lie. 


Then when failure comes they blame 


it on “conditions.” 
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HOT OFF the NAIL KEG 


Boss—“Yes, I want an office boy. Do 


you smoke?” 
Boy—‘“No, thank you, sir, but I don’t 
mind having an ice-cream cone.” 





Dorothy, the little daughter of a tire 
salesman, had seen triplets for the first 
time. 

“Oh, mother,” she cried, on return- 
ing home, “what do you guess.I saw 
today ?” 

“I can’t imagine dear. What?” 

“A lady that had twins—and a 
spare.” 





Clubman—‘“I’ve stru¢k a perfectly 
priceless idea. I’ve arranged to give a 
man $10,000 on condition that he re- 
lieves me of all my worries.” 

Friend—“That’s fine, but where are 
you going to get the $10,000?” 

Clubman—‘“Ah, that will be his first 
worry.” 





A woman got on a trolley car and, 
finding that she had no change, handed 
the conductor a $10 bill. “I’m sorry,” 
she said, “but I haven’t a nickel.” 

“Don’t worry, lady,” said the con- 
ductor, “you'll have just 199 of ’em in 
a minute.” 


“Got a sweetheart, Lily?” 

“Yes, and he’s a regular gentleman.” 

“You don’t say so?” 

“Yes, he took me to a restaurant 
last night and poured his tea into a 
saucer to cool it; but he didn’t blow it 
like common people do—he fanned it 
with his hat—and say, I wish you’d see 
how he cleans up the gravy with a 
piece of bread. It’s the prettiest thing 
in the world.” 





Teacher—‘“Rastus, what animal is 
most noted for its fur?” 

Rastus—“De skunk. De more fur 
you gets away from him, de bettah it 
is fur you.” 





A Londoner took an American to 
see “Hamlet.” “You sure are behind 
the times here,” remarked the Ameri- 
can. “I saw this play in New York 
four years ago.” 





Tourist—“Can you cash this check 
for me?” 

Village Banker (looking it over)— 
“T ain’t got that much, but I’ll take you 
over to the filling station and introduce 
you.” 

“Next.”—“Who, me?” 
“Yes, sir.’ “Where?” — 





“Born ?”— 
“Russia.” 


“What part?’—“All of me.” “Why 
did you leave Russia?”—‘“I couldn't 
bring it with me.” “Where were your 
forefathers born?”—“I only got one 


father.” ‘Your business ?”—‘Rotten.” 
“Where is Washington?’ — “He’s 
dead.” “I mean the capital of the 


United States?”—‘“They loaned it all 
to Europe.” “Now, do you promise 
to support the Constitution ?”—‘Me? 
How can I? I’ve got a wife and six 
children to support.” 





A certain sea captain and his chief 
engineer, tired of endlessly debating 
which the ship could more easily dis- 
pense with, decided to swap places for 
a day. The chief ascended to the bridge 
and the skipper dived into the engine- 
room. After a couple of hours the 
captain suddenly appeared on deck cov- 
ered with oil and soot, bruised as to 
one eye and generally the worse for 
wear. 

“Chief!” he called, wildly beckoning 
with a monkey wrench. “You'll have 


to come down here at once. I can't 
seem to make her go.” 
“Of course you can’t,” said the 


chief, calmly removing his pipe from 
his mouth. “She’s ashore.” 








Cutlery Buyers!!! 
15,000 Dozen 
(180,000) 


Highest Quality Pocket Knives 
Jacks—Pens—Stock Knives 
Also 1000 Sets Stainless Tables 
By Order Electric Cutlery Co., Walden, N. Y. 


Catching the Eye of the 






—no bother—even the beginner’s work bears the stamp of the professional. 
The Stencilor provides you with everything needed—all in a handy, 
compact case that has become STANDARD EQUIPMENT WITH CHAIN 
STORES AND OTHERS. Display your stock with Price Tickets, Show 
Cards and Signs made up-to-the-minute with the Stencilor. 
information and prices write 


Passerby 


“Goods well displayed are half 
sold.’” To this precept we add 
another—‘‘An effective display card 
clinches the sale.” 
But what about your 
display cards? 
they catch the eye 
of the passer- 
by and awaken 
a desire to 
possess the 
thing fea- 
tured? They 
should — they 
can! With the 
Btencilor you 
prepare your 
own display 
cards or stream- 
ers and are as- 
sired cf perfectly 
lettered, per- 
fectly aligned 
jobs. No _ fuss 


For detailed 





Sale 11 a.m., Tuesday, May 7th 


At Our Salesrooms 


E. Bissell & Co. 
Wholesale Auctioneers 
133-135 Greene St., New York City 


Pocket knives will be sold in case lots of 50 doz. 
each and upwards. 


Any further information desired can be had upon 


t to auctioneer. 





reg 





DISPLAY MATERIAL CO. 
774 Grand Avenue, St. Paul, Minnesota 


“eemmmmAttach this coupon to your firm letterhead 


Send to your nearest office— 
DISPLAY MATERIAL CO., 774 Grand Ave., St. Paul, Minn. 
Eastern Agents, Display Material Co., 191 Pearl St., 
New York, N. Y. 
Canadian Agents, Display Card Co., Ltd., 11 Inkerman St., 
Toronto, Ont. 
Central States Agents, Stencillor Sales & Supply Co., 361 
W. Ontario St., Chicago, Ill. 

Please send me without obligation a copy of your book, 
‘‘How to Make Signs."’ 
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Speed Up 
the 
Wheels of 
Industry 


Write to your job- 
ber today for any of 
the merchandise ad- 
vertised in these 
pages. Don’t wait 
for the jobber’s 
salesman. You may 


forget. 


| 


| 





| 











OW 


More Than 
Ever Before 


it is essential that you 
study your Market Re- 
port carefully and con- 
sistently. Every im- 
portant price change in 
the trade is recorded in 
these columns weekly. 


The MARKET RE- 
PORTS as found in 
HARDWARE AGE are 
the most authentic pub- 
lished. 


Use them as a buying 
guide. 





Thieman’s Self-Cleaning Rake 


An improved type of self-cleaning rake 
has been offered to the trade recently by 
Thieman Harvester Co., Albert City, Iowa. 

Thieman’s self-cleaning rake has a hol- 
low tube steel head and cold rolled steel 
teeth, which are set by a special process 
to guard against their working loose. In- 





| stead of raising the rake and cleaning the | 


prongs by hand, the manufacturer states 
it is only necessary to exert a slight down- 


| ward pressure on the handle to rid the 


prongs of any accumulation. 

This is a 16-tooth rake and has a 17-in. 
head. It has been designed to give hard 
service and to save time and labor. 





Fleming Screw Drivers 


The “Aristocrat” line of screw drivers 
is being manufactured by the Fleming Mfg. 
Co., Inc., 135 Stafford Street, Worcester, 
Mass. In this line are screw driv- 
ers for many purposes. All have 
a blade of high quality chrome 
vanadium steel, hammer forged 
and heat treated. The blades are 
permanently anchored in the com- 
pressed fiber handles, which are 
perfectly insulated and said to be 
shock and oil proof. Corrugations 
on the handles provide a good grip 
and add to the appearance of the 
tool. 

The manufacturer states that the 
handle will stand battering and un- 
conditionally guarantees the tool 
when used as a screw driver. Made 
in standard type with round blade, 
ignition type with round blade, 
heavy duty type with square blade 
and an extra long handle type with 
square blade. ' 





designated by the red and green 
bands on the handles. 


An Improved Showcarder 


Inc., 234 University Avenue, St. 
Minn., has made several important im- 
provements on the popular Showcarder. 
The company does not produce new yearly 
models, but is constantly perfecting the 
item. The moistener recently been 
improved and four new alphabets have been 
recently substituted for others considered 
less up to date. 


has 


make signs of any size with professional- 
looking characters, modern letters, nu- 
merals, and ornaments. There is no arbi- 
trary scaling system and nothing to wear 
out. The set is readily accessible and is 
contained in a substantially built case with 
full leatheroid covering and nickel clasp 








locks. The various styles of alphabets are 


The Fleming screw drivers are | 


With the Showcarder it is possible to | 





arranged in a quick-finding index file. The 
stencils themselves are of tough water- 
proof stock and are exceptionally durable. 

The standard Showcarder has 16 alpha- 
bets, of which 7 are lower case to match 





corresponding capitals. Seven sets of nu- 
merals are includéd, as are various logo- 
types, inks, brushes, card stocks, and 
moisteners. 





A New Six Glass Level 


The Goodell-Pratt Co., Greenfield, Mass., 
has just brought out a light weight, full 


| aluminum bound six glass level with sev- 


| ing an individual adjustment. 


eral very desirable features. 

The body is of well-seasoned stock, light 
in weight and of selected grain. The alu- 
minum binding on all four edges is dove- 
tailed into the stock and securely dowelled 
to the end plates. 

The vials are set in pairs, each vial hav- 





Only high 
quality vials drawn to the true arc of a 


circle are used. They are sensitive and 


| accurate. The vials are protected by glass 


on both sides held in place by metal plates 


| that are easily removed for cleaning and 


During the last few months Showcarder, | 
Paul, | 





adjusting. 

Finely knurled hand grips and a high 
lacquer finish make it an extremely pleas- 
ant level to use. Further particulars can 
be obtained direct from the manufacturer. 





Ray-O-Vacs Now in Colors 


Beautiful, lasting crackle color finishes 
are now obtainable on Ray-O-Vac Rcto- 
matic flashlights, manufactured by French 
Battery Co., 30 N. Michigan Ave., Chi- 
cago, Ill. 

Black 


crackled over a red, green or 


Ca 
qt 


/ 
hi 


Ay 
da \| NM 
mamma Vow | 

an unusually 
lights which 
have also been mechanically improved. 

The switch is simpler and sturdier and 





orange background gives 
distinctive finish for these 


the push button has been made larger. In 
design the product is more compact than 
formerly. 
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Screen or Storm Sash Fastener 


The new Phenix screen and storm sash 
fastener is said to be the simplest, strongest 
and one of the most efficient fasteners on 
the market. It is produced by the Phenix 


Mfg. Co., Center St. and Humboldt Ave., 


Milwaukee, Wis. 

This “Nob-Lok” Fastener No. 102 is 
made in two lengths, 6 in. for windows 4 
ft. high or less, and 10 in. for windows 
over 4 ft. It draws the sash up tight at 
all points and is designed to hold it abso- 
lutely secure. The maker states that this 
fastener prevents the sash from blowing 





bof} —wu 
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hb 














free from the fastener, and that it cannot 
become accidentally unfastened. It auto- 
matically locks itself when sash is opened. 
Packed in dozen sets. 


A Novel Auto and Boat Horn 


The “Tally-ho” bus horn for either mo- 
tor boat or automobile use is being intro- 
duced to the trade by hardware and auto- 
motive jobbers by the Schwarze Electric 
Co., Adrian, Mich. 

It is of the bus horn type, as the signal 
is actuated by a high frequency, magnetic 
vibrator. Prices are low enough to appeal 





to the general public. ‘ “Tally-ho” horns 
have a specially treated, polished cast alu- 
minum sound projector said to be de- 
signed for maximum volume of pleasing, 
yet penetrating tone. They are finished in 
either black, red, blue or green, and are 
so made as to be easily installed in either 
inside or outside locations. Either 6 or 
12-volt horns can be supplied. 

Each horn is packed in an individual 
carton. Stands for displaying the horns 
will be furnished by the manufacturers 
without charge. 


Dazey Churns 
sold only through 


Jobbers --: Dealers 


The DAZEY has been the leading 
Churn for many years and has 
always been sold through legiti- 
mate Jobbers and Dealers. En- 
do by Good Housekeeping 
Institute, State Agricultural Col- 
leges, and Scientific Buttermakers 
everywhere. It is strictly a 
a. Churn. Only the best 
materials are used carefully 
assembled. Made in sizes to suit 
everyone’s requirements, from 2- 
quart to 10-gallon. The extension 
of electric power lines into rural 
districts Sg we up a newfield 
for DAZEY Electric Churns. 











DAZEY SHARPIT 


All purpose household Sharpener. Re- 

quires no skill. The original ny am oy 

of its type. Patented grinding wheels. 

Attractively finished in rust-proofelectro 

—- Furnished with removable, re- 
le 





versib 
Order from Your Jobber 
Dazey Churn & Manufacturing Company 
St. Louis 


clamp. 











Whom did Daddy buy 


the electric train for 
last Christmas? 


Right now it looks like a 50-50 prop- 
osition. Dad is just about as inter- 
ested as Junior. Men never quite 
lose the romantic touch that a well 
constructed toy gives—even a gray- 
haired woman looks with interest at 
\ewty a doll. 


But the Kids Themselves 
Are Your Best Salesmen 


Give your toy line prominence, both 
in the store and in the windows. 
Make TOYS a source of profit 
throughout the year. 





KEEP TOYS CONSTANTLY ON DISPLAY 
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VACUUM 
FREEZER 


Self-Freezing 


HOW your customers how easy 

it is to make pure, velvety ice 
cream with Everybody’s. The 
housewife simply puts in the ice 
and salt, pours in the cream, and 
Everybody’s Self Freezer does the 
rest. Popular sizes at popular prices. 





Buy From Your Jobber 





1140 BROADWAY, NEW YORK, N. Y. 








SWEDISH - - CIRCULAR CUT - - FILE 





Made in Sweden—and fully guaranteed. 


Especially adapted for soft metal. 


They are reliable, have endurance. uniformity of temper and 
hold their sharpness. 


Bastard Flexible Blades 
Smooth Tanged 
Half-Round 
We Carry a Full Line of Swedish Made Tools and 
Hardware. 


Order from your jobber today, er write 
BSCANDINAVIAN WESTERN IMPORTING CO., LTD. 
107-109 Lafayette St., New York, N. Y. 
Minneapolis, Minn. Seattle, Wash. Montreal, Can. 

















A Key a Minute 
Shows the Profit in It 


Hundreds of hardware 
stores are making money 
with Segal Key Cutters. 
The 


Segal Key Cutter 


cuts all makes of flat, 
cylinder, or paracentric 
keys. Used by ten thousand locksmiths. 
Made by the makers of the famous Segal 
Jimmy-proof Lock. Write for Literature. 


Segal Lock & Hardware Co., Inc. 
57 Ferris Street, Brooklyn, N. Y. 























KANTIINK 


SPRING LOCK WASHERS 
DONOTTANGLE DONOTRUST 


Made and sold under license 
by the Kantlink Manufacturers: 


The American Nut & Bolt Fastener Co. The Mansfield Lock Washer Co. 
Pittsburgh, Pennsylvania Mansfield, Ohio 


The National Lock Washer Co. 
Newark, New Jersey 
The Positive Lock Washer Co. The Reli Manuf: ing Co. 
Newark, New Jersey Massillon, Ohio 





PAY THEIR COST IN TIME SAVED- SOMETIMES MORE 
SE OE LT TT TE I TIT IS 











Everybody’s Business 


(Continued from page 52) 


mans cannot live, such as the bottom of the ocean, or 
high up in the air. This apparatus will transmit pictures 
direct from the object without the necessity of making 
preliminary exposures. In this process the electric im- 
pulses of a picture are sent one at a time, and it takes 
one-eighth of a second to send enough to make a com- 
plete picture. 

Another remarkable machine is made up of an electric 
motor, an eight-day clock, a motion picture camera and 
a high-powered microscope. The clock regulates the 
filming and the motor cranks the camera. This clever 
apparatus has already recorded the growth of roses and 
the beating of a turtle’s heart. Doubtless it will give 
us a first-hand knowledge of the home life of germs, and 
a better understanding of the growth of a chicken which 
has not yet been hatched. 

Recently the first long-distance phonograph record was 
made over 3500 miles of telephone wire. The voice of 
the singer was carried from her home in Hollywood to 
the recording laboratory in New York. 

A professor in California uses a super-sensitive electric 
cell to give a burglar alarm. Light from a concealed 
lamp in the corner is reflected about the room by mirrors, 
making a network of beams, all of which end upon a 
single photo-electric cell. If an intruder walks in front 
of any beam, thereby changing the amount of light fall- 
ing upon the cell, a mechanism is released and the alarm 
rings. Even the bright rays of the safe-cracker’s flash- 
light will operate the alarm. This system, of course, 
will work on beams of ultra-violet light invisible to an 
intruder. 

Experiments in gas-filled lamps, using the rare neon 
and argon gases, indicate the possibility of our present 
incandescent electric lamps being replaced by luminous 
bulbs containing gas but having no filament. The pros- 
pective advantages of this change would be longer life 
and less consumption of current for a given amount of 
illumination. 

A new apparatus perfected by Professor Bridgman of 
Harvard has succeeded in exerting a pressure of 600,- 
COO pounds to the square inch. Subjected to such pres- 
sure, hardened steel flows like soft putty and water at 
150 degrees Fahrenheit turns into “hot ice.” In a number 
of places ammonia is manufactured from the air at a 
pressure of only 15,000 pounds to the square inch, and 
French scientists have obtained interesting results in 
producing synthetic diamonds from charcoal at a pres- 
sure of 300,000 pounds. Therefore, one may well won- 
der what miracles will be performed by the enormous 
pressure now made available by Professor Bridgman’s. 
latest machine. 

The tasks now performed by untiring robots of iron 
and steel are almost beyond the limits of human imagi- 
nation. Think of Elmer Sperry’s “Metal Mike” based 
on the fundamental principle of the gyroscope, and able 
to steer a steamship with greater precision than ‘could 
be achieved by the most experienced pilot. Think of the 
battleship Centurian of the British Navy that can be 
made to perform amazing manoeuvres, cover herself 
with a smoke screen, and even keep her mechanical band 
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-playing through the trying ordeal of a great battle with- 
out having one living soul aboard. A nearby destroyer 
can exercise complete control over the Centurian by radio 
signals that are caught by inconspicuous antennae, each 
connected with a numbered switch. 

Man is even taking away all privacy from the activi- 
ties of the sun and its planets. Dr. George Ellery Hale’s 
new spectrohelioscope will give us movies of the sun, 
showing its prominences, its solar tornadoes and _ its 
huge whirlpools of hydrogen that cover areas many 
times as large as the earth. Soon human eyes in Califor- 
nia will be looking through a giant telescope that will 
reach out toward the boundaries of creation, if such 
there are, as nothing ever did before. Millions of now 
invisible stars and universes will be brought within the 
realm of human sight by a mechanical eye that will in- 
crease man’s vision more than a million times. 

Truly the machine has made life an unending thrill 
for all who take pride in human accomplishment. Who 
can say what is coming? 


Sharing Success 


HEN one realizes what life means in its highest 

relations and duties, it is pathetic to notice how 
constantly people apologize to each other for any small 
trouble which they may impose. The young person 
who goes to ask the man of established position for a 
letter of introduction or for a personal interest in secur- 
ing an opportunity for work, almost invariably expresses 
regret for the interruption which the request necessi- 
tates; as if the world were wholly selfish, or any kind 
of service done to another were in any way exceptional 
and out of the common run of things. 

That a man shall take care of his own time is ex- 
pected ; that he shall put his strength and his ability into 
caring for his own is taken for granted; but, if he is 
asked to do anything for anyone else, to devote any 
small measure of time, strength and ability to others, he 
is thanked as if he were doing an unusual thing. 

The man who throws a door open to one who is 
waiting for an opportunity has done nothing more ex- 
ceptional than if he had put an hour’s work into the 
gaining of his own bread or the clothing of his body. 
He is simply doing what a respectable being might be 
expected to do. The making of opportunities, the throw- 
ing open of doors, is as much the duty of a man who 
has the opportunity, as caring for his own family. It 
is indeed one of the highest rewards of success if one 
understands what success means—to be in the way of 
putting others on the same road. Nothing is more 
ignoble and shabby than to climb and pull up the ladder 
by which one has climbed. Nothing shows the true 
nature of a man more than the spirit in which he treats 
success ; if he be mean and niggardly he accepts it as a 
kind of personal gift or distinction and hoards it as a 
miser hoards his gold; if he be generous, he spends it 
freely, eager to share what he has gotten. And no man 
deserves success, or ought to keep it, who fails to make 
this noble use of it. He who does this cannot be cor- 
rupted by any kind of success or spoiled by any kind of 
prosperity ; he who fails to do this was corrupted and 
spoiled before he began.—American Mutual Magazine. 





Seller 














A NEW 
Live 





ERE is a proven fast seller 

and money maker among the 
furniture and cabinet trade, also 
manual training schools. It has 
instant appeal—low selling price 
—generous margin—all year turn- 
over. 

Stearns Improved “I” Bar Car- 
penter’s Clamp is_ not notched, 
meaning full strength. Special cam 
locking device assembled with slide. 
Has teeth formed at point of con- 
tact with bar. Holding power in- 
creases with pressure on slide, mak- 
ing a sure locking device. Fittings 
of malleable iron. Metal or wood 
handles. 


See your jobber, or write direct. 
E. C. STEARNS & CO. 
SYRACUSE, N. Y. 


Sales Representatives 


W. R. Voorhees & Co., 417 Market St., San Francisco. 
Thomas A. Troy and Son, 200 Varick St., New York. 
A. H. Deveney & Co., 707 4th National Bank Bldg., Atlanta, Ga. 
Hardware Agency Company, 76 Batterymarch, Boston, Mass. 


A= 4 “Hercules” 


Improved 


“T’’ Bar Carpenter’s Clamp 





Interior view of 
slide showing cam 
and spring. 




















Only FAIRMOUNT Quality 


Satisfies the Automotive Mechanic 


Hand tools which survive the gruelling service exacted 
from them by the average auto mechanic can be expected 
to serve satisfactorily in all other kinds of work. 

So, when you offer 
Fairmount Drop 
Forged Tools, you 
have the assurance 
that you are sup- 
plying the highest 
quality hand tools 
obtainable—for 
only Fairmount 
quality satisfies 
the automotive me- 
chanie. 

Start getting this 
highly profitable 
hand tool business 
by displaying Fair- 
mount Triple ‘‘A’’ 


Chisels an 

Punches. Number 
615 Display Unit 
shown here con- 


tains a popular as- 
sortment of chisels 
and punches, whose 
resale value is 
$18.85. Dealer's 
discount is 334 %. 
Order from your 
jobber. 

The Hardware 
Merchant Is The 
Logical Supplier of 
Hand Tools Used 
in Shops Providing 
Top-Notch Auto- 
motive Service. 


NT 


OHIO 


FAIRMOS 


TOOL € FORGING Co 


1061! QUINCY AVE CLEVELAND, 


° (a TOOLS GIVE SERVICE AND a 7 
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PFLUEGER 


Pronounced “Flew-ger” 


FISHING TACKLE | 


Is Known and Appreciated Everywhere 


Its years of fame make it a selling name. Backed by the most 
extensive advertising campaign of any tackle manufacturer. Full 
pages in all pny ers Magazines every month as well as 
advertising in the Saturday Evening Post and Literary Digest. 


Pflueger Pocket Catalog No. 148 


A booklet ena information of special interest to fisher- 
men. Illustrates and gives useful information on the principal 
fresh and salt water game fish and tackle recommended. An 
excellent medium for sales promotion. Supplied free to Pflueger 
dealers for distribution to their customers. Write for copy. 


THE ENTERPRISE MFG. COMPANY 
Akron, Ohio Dept. 4A4 E. A. Pflueger, Pres’t. 








Refrigerator and Builders Hardware 


0 


TRADE MARK 


GUARANTEES QUALITY and SERVICE 


FOR 
BETTER HARDWARE 


IN 
BRASS and BRONZE 
FROM 


GREENE TWEED CORP. 
9 LIBERTY STREET, NEWARK, N. J. 











Cuts Lid Smoothly — Close to 
the Edge—and Removes Lid 


This feature of the VOOS Can Opener is 
appreciated when the housewife desires to 
open a can of pears or pineapple and remove 
the fruit in perfect condition. 


The sharp point pierces the can easily and 
the keen, hardened and tempered blade cuts 
smoothly without tearing. When through 
using, the cork screw folds out of the way. 
The attractive white enameled handle fits 
the hand comfortably. Also made with col- 
ored handles, Red, Yellow, Green and Blue. 
Dealers supplied by 


Factory Representatives: 


JOHN H. GRAHAM & CO., INC. 
113 Chambers St. New York City 


m= oes> oe 161 Porter St., New Haven, Conn. 


WALWORTH 


Walworth Company, General Sales Offices: 
51 East 42nd St., New York 


Plants at Boston, Mass.; Kewanee, IIl.; 
Greensburg, Pa., and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth Company, Limited, 620 Cathcart St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 


Makers of Dan Stillson’s Wrench 





























Coming Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIA- 
TION and SOUTHERN HARDWARE JoBBERS’ ASSOCIATION 
Joint Convention, Edgewater Park, Miss., April 22, 


| 23, 24, 25, 1929. Headquarters, Edgewater Gulf Hotel. 


Charles F. Rockwell, secretary-treasurer, American 
Hardware Manufacturers’ Association, 342 Madison 
Ave., New York City. John Donnan, secretary-treas- 
urer, Southern Hardware Jobbers’ Association, Rich- 
mond, Va. 


AMERICAN STEEL AND Heavy HARDWARE AsSOCIA- 
TION CONVENTION, Washington, D. C., May 21, 22, 23, 
1929. Headquarters, Hotel Washington. B. R. Sack- 
ett, secretary-treasurer, 503 Arch St., Philadelphia, Pa. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TI0N, Hotel Marion, Little Rock, May 7 and 8, 1929. 
L. P. Biggs, secretary, 815-816 Southern Trust Build- 


_ ing, Little Rock. 


HarDWARE ASSOCIATION OF THE CAROLINAS CON- 
VENTION, Blowing Rock, N. C., June 11, 12, 13, 1929. 
Headquarters, Mayview Manor. Arthur R. Craig, 
secretary-treasurer, Charlotte, N. C. 


LouISIANA RETAIL HARDWARE AND IMPLEMENT As- 
SOCIATION CONVENTION, Mansfield, June 10, 11, 12, 
1929. Guy Nason, secretary, Starkville, Miss. 


MetAL BRANCH OF THE NATIONAL HARDWARE As- 
SOCIATION OF THE UNITED STATES CONVENTION, De- 
troit, Mich., May 16 and 17, 1929. Headquarters, Stat- 
ler Hotel. George A. Fernley, secretary, 505 Arch St.. 
Philadelphia, Pa. 


MINNESOTA Retait HARDWARE ASSOCIATION CON- 
VENTION, Minneapolis, Feb. 18, 19, 20, 21, 1930. Charles 
H. Casey, manager, 2344 Nicollet Ave., Minneapolis. 


Missourt Retail HARDWARE ASSOCIATION CONVEN- 
TION AND Exuisiton, New Hotel Jefferson, St. Louis, 
Jan. 28, 29, 30, 1930. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 


MisstssipP1 RETAIL HARDWARE AND IMPLEMENT As- 
SOCIATION CONVENTION, Gulfport, June 17, 18, 19, 1929. 
Guy Nason, secretary, Starkville. : 


NATIONAL ASSOCIATION OF PuRCHASING AGENTS 
CoNveENTION, Hotel Statler, Buffalo, N. Y., June 3, 4, 5, 
6, 1929. B. W. Hall, assistant secretary, 11 Park Place, 
New York. 


NaTIONAL RetatL HARDWARE ASSOCIATION CON- 
Gress, Oklahoma City, Okla., June 24, 25, 26, 27, 28, 
1929. H. P. Sheets, managing director, 915-935 Meyer- 
Kiser Bank Bldg., Indianapolis. 


Otp Guarp SOUTHERN HARDWARE SALESMEN’S As- 
SOCIATION, Edgewater Park, Biloxi, Miss., April 23, 
Headquarters, Edgewater Gulf Hotel. R. P. Boyd, 
secretary-treasurer, Box 19, R. F. D. No. 4, Knoxville, 
Tenn. 


SEVENTH ANNUAL Out Door Lire ExposITION AND 
Motor Boat SuHow, Chicago, Ill, May 6-11, 1929. 
Coliseum. Milo E. Westbrooke, managing director, 1042 
Transportation Building, Chicago. 


SOUTHEASTERN Retail HARDWARE AND IMPLEMENT 
AssociaTIon, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition in Atlanta, 
Ga., May 14, 15, 16, 1929. Walter Harlan, secretary- 
treasurer, 701 Grand Theater Building, Atlanta, Ga. 
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No. 3249 Crystal No. 3746 Opal 
a e 

A Practical Glass Shelf for Bath Room Accessories 

This "weco shelf is just right for the bath- Brackets are of SOLID BRASS highly pol- 
room accessories in every day use in the aver- ished and heavily nickel-plated. They cannot 
age home. rust or corrode and the shelf can be easily 

It’s wide enough to be convenient and thick cleaned. 
enough, long enough and strong enough to be These attractive shelves come in many pat- 
practical. terns. Packed with glass parts separate. 

Standard size is 5 inches wide by 5/16 inches Brackets, one pair in box, complete with 
thick. Customers may secure same in 18, 24 screws to match. Order by number from your 
and 30-inch lengths, in either Crystal or Opal Jobber. Send for Catalog and Latest Price 
as they may prefer. List. 

Waterbury Connecticut 


Branch Offices: 


Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 

















Sell them 


ae 
| down 60 WTO | 0 SUCOMD ; 
all af 























ind load ‘tests have conclusively proven HH 
rears 


s on the market Bundre< 1s of 


r fence, signs and other 


Tau aaeletsaters cereals satisfactory service. 


omers? Write for dealer proposition and samples today. 


SLEEL C “OMPANY * WILLIAMSPORT, PENNA. 























Sell FrantZ “Midget” 
Hangers and Track 
for Light, Sliding Doors 





FrantZ “Midget” Hangers and Track were designed to 
assure quiet, smooth operation to all types of light, 
sliding doors. In addition to installing them on their 
own show cases, more than one FrantZ Dealer has 
outfitted the doors on milk wagons, bread wagons, and 


motor delivery trucks with this unique equipment. 


“Midget” can be sold for use in the home, on the 
doors of china closets, cupboards, screened porches, 


eabinets, wardrobes and for similar uses. You will 


find this Hanger and Track a ready seller . . . a 
profitable item to push. Write for details and prices. 


FrantZ «+Mid- 
get” Track is 
made entirely of 
steel. It is of 
one-piece con- 
struction and is 
formed in sec- 
tions 4 feet long. 


FrantZ No. 9 
+*Midget” Hang- 
ers have bake- 
lite wheels and 
bronze bearings 
to assure easy 
and quiet opera- 
tion at all times. 





Frantz Manufacturing Company 
Dept. H-929 


Sterling, Illinois 





No Hardware Is Genuine FRANTZ 
QUALITY Without the Red Label 
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HE stress and strain of flying and 
landing calls for solid construction 
without increased weight. Screws are 
small but important items in this work. 


American Screws are established favorites 
in building and servicing modern aircraft. 
Made of low-carbon steel, they stand up 
against severe strain. Their sharp, gimlet 
points allow accurate insertion, and deep, 
true- -running threads provide the closest 
grip possible. You can do any job better 
with American Screws. 


The known qualities of American 
Screws give them a big demand 


STOVE 
BOLTS 


MACHINE 
SCREWS 


WOOD 
SCREWS 


AMERICAN SCREW CO 


PROVIDENCE,R.I.,U.S.A. 


WESTERN DEPOT,225 WEST DANDOLDH SL.CHICAGO.IL. 


Put lt Together With Screws 











OPCS 
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Install Display Board No. 22011, Which 
Will Suggest to Your Customers Their 
Need of Cabinet a 











Every customer may need some type of Cabinet Lock. A 
display board shows him just which one, and makes a 
sale for you. 
Only a small investment and you have Display Board 
No. 22011 working for you. With a comparatively small 
stock of Eagle Cabinet Locks you can make money 
from the many requests. 
The Eagle Line consists of a complete range of warded, 
lever tumbler and pin tumbler locks, including drawer, 
wardrobe, desk, chest and cash box locks. 

Ask your jobber or us for display 

board information. 











Eagle Lock Co. 


General Sales Office 
26 Warren St., New York 
REG.IN U.S. ~~ .OFF 


anches—S21 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 








REG.IN U.S.PAT.OFF. 
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Kitchenware... 
Tougher than Steel... 


Stainless..Easiest to clean ! 


HE IDEAL KITCHENWARE MATERIAL has 
| arrived! Display Savory Stainless Kitchen- 
ware and your customers will be quick to see 

the unusual advantages of this permanently stain- 
less, rustless, taintless and easy-to-clean material. 
Here are some of the advantages of Savory Stain- 
less Metal: 
Hardness .... The _ exceptionally _ fine-grained 
smooth surface is due to the extreme hardness of 
the metal. The most non-porous kitchenware ever 
made! 
Stainless, Rustless and Acid Proof .. . . Savory 
Stainless Metal seldom, if ever, requires more than 
soap and water to maintain its silvery luster. The 
easiest to clean of all kitchenware. Always bright 
and shining! 
Taintless .... 
these utensils without danger of tainting. 
impart a taste to any food. Safe! 
Strength .... Cannot be cracked, broken or melted 
in every day kitchen yse. Harder than Steel! 
GUARANTEED FOR 10 YEARS. 

Examine Savory Stainless Metal 
at your leisure. We will send a 
Convex Kettle, Saucepan and Mix- 
ing Bowl on memorandum, to- 
gether with prices and details of 
our Introductory Offer. The pieces 
may be returned within 90 days 
and the charge cancelled. 


SAVORY, Inc. Dept. AD 
90 Alabama St., Buffalo, N. Y. 


Owned and Managed by 
The REPUBLIC METALWARE CO, 


SAVORY 


__STAINLESS METAL 


Food can be stored indefinitely in 
Will not 
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Se ersneveet.s ts 
ah 


[t is a singularly significant fact that hardware 

dealers who feature quality products make 
I". builders hardware departments yield sub- 
stantial profits. Rite hardware for years has con- 
tributed in important measure to the profit pro- 
duction of progressive dealers the country over— 
because it is Quality Hardware. The new catalog 
of the complete RITE line of builders hardware 
is now ready for delivery to you. 


DISTRIBUTED BY AMERICA’S 
LEADING JOBBERS 


Manufactured by 


Rite Hardware & Mfg. Corp. 


1646 No. Spring St., 
Los Angeles 








a oe build your 


The demand for “Acme” Ball Bearing Caster 
is constantly increasing. The public want 
“Acmes” and progressive dealers everywhere 
handle these modern casters. 


Repeat sales. A greater market. Generous 
profits. These are the reasons for “Acme” 
popularity. Roll an “Acme” along the counter, 
or on the palm of your hand. The easy, quiet, 
ball-bearing feature quickly sells the customer, 
with consequent profit for the dealer. Write 
for sample and catalog. 


From your Jobber Send for Catalog 
THE SCHATZ MANUFACTURING CO. 
POUGHKEEPSIE NEW YORK 


Agents: J. C. McCarty & Co. 
253 Broadway, New York City 





The heavier sizes 
of Superior Hex- 
agonal Netting are 
being used exten- 
sively for line 
fencing and many 
other purposes. 


It is ideal for this 
use because of its 
uniformly even 
mesh and perfect- 
ly straight selvage. 


The Netting with the 
Rooster Label 


G. F. Wright Steel 
& Wire Co. 


Worcester, Mass. 








In addition to the standard 
boxes, stock ‘‘Handy Pack- 
ages’’ for sale to small users 
who only lace a belt occasion- 
ally. The cartons each con- 
tain ten “‘Handy Packages" 
and each ‘‘Handy Package"’ 
contains two 6-inch sets of 
lacing, complete with gauge 
and hinge pins. 

Order through your jobber. 


FLEXIBLE STEEL 
LACING CO. 
4616 Lexington Street 
Chicago, U.S. A. 
In England at 135 Figebury Pavement, 


for the Alli 
x and stampe 


ing aes Mark 
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No. 201 Night Latch 


Dealers can now get immediate delivery 
of this popular night latch from all of 
our factory branches. 


(DINDEPENDENTIOCK! 


FITCHBURG, MASS., U. S. A. 


D.D> 


183 West Lake Street 23 Warren Street 2109 Cass Ave. 
hicago, Ill. New York City Detroit, Mich. 
523 Commerce Street 121 2nd Street 406 Wall Street 
Philadelphia, Pa. San Francisco, Cal Los Angeles, Cal. 
414 No. Gay St., Baltimore, Md. 























HOSPITALITY 
ASSURED BY 
TRADITION 


Hospitality—Cincinnati’s 
finest — is exemplified at its 
best at the Hotel Gibson. 
It has been so for years— 
for many years— until it 
has become a Tradition. 
Each patron is a p-»sonal 
guest of the management, 
and is served accordingly. 
Cincinnati’s most Distin- 
guished Hotel, The Gibson, 
is ideal for personal or 
business appointments. 

















When In 
CINCINNATI— and newly rem doled ‘Roof 
Stop at the feet p my space. ~~ 


HOTEL 
GIBSON 


Make Reservations, or Send for Booklet— 


Spacious meeting rooms, 


taurant accommodations 
meet with the approval of 
the most discriminating. 
| 1000 rooms, each with bath, 


$3 and upwards. 




















RALPH HITZ, Managing Director 


1101 Buyers he 416 University St., 
PORTAND, SEA’ 


1019 Mietcon Bitty TILE, WASH. 
1019, 681 Market St., 


Benes Et REAITTIO SAN FRANCISCO, CAL. 


» 510 West 6th Fon Bide 
LOS 4 NGELES, CALIF. PHILADELPH PA. 
















‘s  Equippedwith? 
f¥ GRAND RAPIDS 
 BALL‘BEARING 8 
ALL STEEL 










On @ lrame 


is recognized as an em- 
‘blem of supreme quality 


To the thousands upon thousands of builders who 
during the past thirty years have learned that 
there is practically no limit to the perfect ser- 
vice given by Grand Rapids pulleys, there is 
nothing that so definitely establishes the qual- 
ity of a frame as the above insignia—a potent, 
powerful selling factor. 


Grand Rapids Hardware pulleys are guar- 
anteed trouble-proof. Perfectly uniform, 
they always fit the mortise. They never 
break. Furnished in Ball Bearing, Cone 
Bearing, “Axle Bearing types and made 
of heavy wrought steel in various 
weatherproof finishes. 


Catalog, samples and prices 
gladly furnished on request. 


GRAND RAPIDS HARDWARE CoO. 
558 Eleventh St. 
Grand Rapids, Michigan 


GRAND RAPIDS 


HARDWARE COMPANY 


ALL ~S tam. 


SASH PULLEYS 
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CK SPRUCE LADDER 


Babcock Ladders 
are made SAFE for 
every purpose. 
Every style is man- 
ufactured from Air 
Dried, Clear 
Grained Spruce. 
The full strength is 
left in the lumber. 


They sell on merit. 
Order from us now. 


We pay the freight. 


































eat er SCREEN DOOR CHECK 


PROFITS 


in selling the ROSE 


Perfect 
Screens! 





















Silencer for 
Pneumatic! 


Banging 
Durable! 


Gently eases shut any screen door or 
light inside door. Stops slams!—bangs!, 
forever. Indispensable in every household. 

Now, while screens are going up cash 
in, big, featuring the ROSE pnue- 
matic Sereen Door Check. Write 
us for handy ROSE demonstrator to 
help you sell. FREE, with order 

for 12 checks. Makes sales come 

easy. Pays you real profits! 














===, ROSE, a “Bigger Value”! 


Better constructed every way! Big 
barrel gives ample checking power. Rich 
gold lacquer finish. Attractive. Attached 

er removed in a minute. Simple. No parts 


Demonstrator 
FREE with doz. 
ROSE CHECKS! 


it's a gen te stained 
door, mounted 


with 
to wear out. Thousands now in use! Line 
ROSE thes _seldclace 4 up with a ROSE check stock. Ask your job- 
. FREE with a ber! or, write us for details and demon- 
on order. ({f checks strator! 
eartoned. { mounted). 
Write us or 
+e ee FRANK ROSE MFG. CO. 
JOBBERS Hastings Nebraska 


SCREEN 

















Rubber Chair Tips 


of six different styles and sixteen different sizes 
in a neat showcase display box. They prevent 
injury to the floors and muffle noise without 
leaving a mark. 


Our Catalogue shows our complete line of 
rubber specialties with prices. Send for it. 


ELASTIC TIP CO. 


370 Atlantic Ave. Boston 
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A box chock 
full of friend- 
ship for your 
store. 








How many tacks in a box? Just so many 
emissaries of either good will or indiffer- 
ence. 


Every Atlas box is “chock full” of good 
honest quality tacks. Just so many clean 
cut, sharp, serviceable tacks that please 
every customer. 


A box “chock full” of friendship for your 
store, and for your other merchandise. 


Stock them. You will never lose a, friend 
through an Atlas tack or small nail. 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 











Bommaer 
Spring Hinges 





are 
the best 


are fe) fous, 
the best | o 























5 


Millions 
and Millions 


of People are Pushing 


Them 


whenever they open a door 
Follow the line of least resistance 


use BOMIMEP aways 
They are the best 


Bommer Spring Hinge Co., Brooklyn, N. Y. 














FORSTNER 
Labor Saving 


AUGER BIT 


Bores Any Arc 
of a Circle 


Many 
New Uses 


The Forstner Auger Bit, un- 

_like other bits, is guided by its 

circular rim instead of its center, 
consequently it will bore -any arc of 

a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 

the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. or core boxes, fine 
and delicate patterns, veneers, screen work, 


, oeering, fancy scroll twist 1 ewels, 
tibbon molding and mortising. er yeh 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. . 











<P eal 


A Quick Acting Clamp 
for Boat Builders 
Cabinet Makers and 


General Use 
This Hammer & Co. Malfeable Iron Build- 


ers’ Clamp is a big seller for all general 
purposes. 

Tilting the sliding jaw a little allows it to 
slide up or down, to engage the ratchet at 
any desired point, when a turn of the screw 
clamps the work securely. The clamp is 
disengaged with the same ease and quick- 
ness. 

A stiff frame and jaw, a screw of semi- 
steel, and no riveted parts to become loos- 
ened, assure complete satisfaction to every 
user. ; 





Send for Prices on our Complete Line of 
Malleable Iron Specialties. 





Malleable Iron Fittings Co., Branford, Conn. 
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eature this a 
Quick turnover—g 
gutters. fields. 


Selis on sight. 
sales are assure 


Simply shake powdered wood killer from the perforated 
tainer on weeds toe kill all 


vegetation in paths, ariveways. 
ete. 

A remarkably effective weed killer. Repeat 
Write today for prices and literature. 


Chipman Chemical Engineering Co. Inc. 


BOUND BROOK, N..J- 


NON-POISONOUS 


WEED KILLER 
In the Handy Duster 


ttractive counter 
as tie in with the —_ advertising campaign new running. 






carton and windew display. 


















Get Ready 


for a good lawn 


mower season. 


GRANITE STATE 
LAWN MOWERS 


Trimmers and Edgers 
Will please your customers 
See our Line in Hardware Age Catalog 


GRANITE STATE MOWING MACHINE CO. 
HINSDALE, N. H. Since 1860 














ROLLING LADDERS. 


like Allith hangers—are always 
on the track. They speed up sales 
by reducing the time needed for 
each sale. They are attractive, 
durable, roll quietly and run free- 
ly. Your post card will bring 
prices and information by first 
mail. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 











Light as a feather 
for line work, 
this popular, easy 
reading level is al- 
ways in demand. 


Starrett 
No. 108 
Aluminum 
Line Level 














Armstrong Bros. Adjustable Pipe Dies 


‘Made of Special Vanadium Tool Steel, these dies wore every desira- 


ble feature: Correct Cutting Angle or Rake; ‘Back * Chasers or 
Cutting Teeth; Correct Throat Angle; and jo Chip Clearance. Cut 
faster, easier and cleaner and back off smoothly without jamming or tear- 
ing. Try a pair and you will use no others. Fit all standard stocks of 
the Adjustable type. 

WRITE FOR CATALOG P-10 


ARMSTRONG BROTHERS TOOL COMPANY 
“The Tool Holder People” 
314 N. Francisco Avenue Chicago, U. S. A. 














W HEN you are in the market to buy or sell a store, to secure help 
or a position, or to secure sales representatives or a sales account 

look over the offerings in the Opportunity Exchange section of 
Hardware Age. If you don’t see just what you want, ask for it as 
there is always some one who will be interested in your proposition. 


WHERE BUYERS and SELLERS MEET 


Hardware Age is the 
authoritative national 
hardware paper and is 
read by dealers and 
jobbers in all sections 
of the country. 


Rates on Request. 
HARDWARE AGE p,2hporsenity 


239 W. 39th Street, New York 
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Outstanding Value 
In Bird Cages 


YORKSHIRE Bird Cages at 
their reasonable prices are the 
best buy on the market. Dealers 
find them a very profitable line. 


M1 
fm) 


These fine cages win bird lovers 
right over to them. They’re 
large and airy, beautifully fin- 
ished in highest grade, rust- 
proof lacquer and may be had in 
various rich color combinations 
to suit your customers. 





The stands which match are 
heavily weighted at base and are 
made with hand-spun smooth 
covers, adding an extra touch to 
the quality. 





YORKSHIRE 


THE ULTIMATEIN | ; 
pirocacevatues Send for Complete Catalog and Prices 


Indianapolis Plating & Mfg. Co. 


425 West Vermont St., Indianapolis, Ind. 
Manufacturers of Quality Merchandise for 27 Years 





~-( CHICAGO) 


SPRING HINGES 
The “Relax” 


The “Relax” leads all 
spring pivot hinges for 
quality, quietness and 
length of satisfactory 
service. 

This hinge is especially 
desirable for Hospitals, 
Churches and _ Schools. 
It has been used with 
complete satisfaction on 
many of them throughout 

Relax the world. 

Type 6001 Dealers can recommend 
Spring Fwvet-iiings the “Relax” without res- 
ervations. 

There is no other Relax. 


Send for Catalogue H42 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. S. A, 





























Wood 
Screws 


Rivets 
Roofing Nails 
Scratch Brush Wire 











THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 

















The New Heller 
Merchandise 


Cabinet 


Wall Display 
Cabinets Increase 
Sales 


Here is a _ real profit 
maker for your store! A 
tireless worker for you, 
scientifically designed to 
better your sales. 


Low priced articles dis- 
played in the New Heller 
Merchandise Cabinets at- 
tract customers, but the 
impressive display of 
high grade merchandise 
on the cabinet doors—just on the level of the eye—impels them 
to buy the latter. Result—more profit for you! 





No wonder the New Heller Merchandise Cabinets were the talk 
of the hardware conventions. No wonder stores all over the 
country which have already installed the New Heller Mer- 
chandise Cabinets are reporting increased sales! 


Send the coupon for full information. 


HELLER 


Business Building Store Equipment 
W. C. Heller & Co. 69-4 W. C. HELLER & CO. 
e 1 100 Bryant Street, Montpelier, 
Ohio 
Now York Office, 20 Vesey 8t., 
Suite 500 
Write name end eddrese in margin below 
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In 1871 


Iver Johnson started making firearms that won an immediate 
reputation for quality, safety and efficiency. 


TODAY 


that reputation is nation-wide. 


IVER JOHNSON 
REVOLVERS 


SINGLE and DOUBLE BARREL SHOT GUNS 
AND NOW A 
.22 CALIBER BOLT ACTION SAFETY RIFLE 


IVER JOHNSON’S ARMS & CYCLE WORKS 
FITCHBURG, MASS. 


CHICAGO 
108 W. Lake St. 


SAN FRANCISCO 


NEW YORK 
717 Market St. 


151 Chambers St. 

















Motor Car 
Dusters 


Skunkhair 
Gum handle 





WILLY EISENMENGER 
Ludwigsburg (Germany) 








A BIG 
SELLER 
RIGHT NOW 
when ventilation 


without draft is 
essential 


edt WINDOW 
VENTILATORS 


A profitable item for dealers. Appearance and sturdiness 
attract buyers. Made of finished in olive green 

baked enamel. So constructed that it keeps out rain and 
snow. Built-in bronze wire screen excludes dirt and dust. 

sane d advertised. Order through your jobber or 
irect. 


ALLWEATHER VENTILATOR CO., Inc. 
452 Lexington Avenue New York City 














or 


Inches 


DIAMOND 


ADJUSTABLE 
WRENCHES ~ 


Drop forged and heat treated 
from high grade tool steel 
cold chisel jaws will not chip 
break. Handles 
fit the grip. : 
ot full polish. 


Sizes 4 to 18 









Sizes 4 to 12 
Inches 


es made to 
Either semi-polish 


Diamond adjustable wrenches 

are standard equipment on the 

Lincoln and other cars. Espe- 

cially designed for the expert 

mechanic. 

There’s a Diamond Wrench 
for every purpose 


Write for further details. 


DIAMOND CALK HORSESHOE CO. 
4622 Grand Ave,  Ouluth, Minn. 











POULTRY -SHEARS 


Best Quality. Makers of 
all kinds of high clase 
Poultry Shears 
since 1905. Buy 4 
this famous AJ 












Eagle 
Poultry Shear 


from the inventor. 


AUGUST BRECHER 
SOLINGEN 3, Germany 


Poultry-Shears with handles of. Celluloid in 30 
different colors. Stainless-Shears, Gilded Shears. 











Garden & Lawn Tools 


The acknowledged leaders for over 
35 years. 
gardens and flower beds, in 3 sizes 
to meet every requirement. 


OUT-U-KUM Weed Pullers which 
remove weed and entire root 
without injury to lawn. Both 
rapid sellers. 


Send for Circular and Prices. 
Manufactured only by 


Cc. S. NORCROSS & SONS 
BUSHNELL, 






Hand Cultivators, for 


ILL, U. SS. A. 








SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use. 
“There IS a Difference in Sash Cord’’ 


OTHER BRAIDED CORDS* COTTON TWINES 


Send for catalogue, samples and selling information 





I 





Look for aits full name 


Russell Jennings 


Auger Bits 


Russell 


Jennings Mfg. Co. 


Chester, Conn. 
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An orderly kept 
Store Attracts 
Customers 


GREEN’S 


Improved 


STOCK BOXES 


Will improve the appearance and efficiency of your store 
at small cost. Sizes to fit your present fixtures. 


Write for illustrated price list 


THE GREEN COMPANY 
250 W. 57th St. New York, N. Y. 











Nino 
Screw Jacks 


Sell or Sight! 


Their Visible Screw, Stability, 
Workmanship & Duco Coloring 


Create Sales Appeal | 


Bae Pushers 
Templeton, Kenly & § 0. and Trench Braces 
cobb have been famous 


Chicago, IIL,U.S.A for Years 





HAND PLUG DRILL 
Re on RE Se 


Complete catalog of 
Stone-Working Tools and 
Supplies on request. 


TROW & HOLDEN CO., Barre, Vt. 


A Very Attractive | ; 


Made of beechwood 
with black non-rust- 
ing wire and trans- 
parent unbreakable 
glass _ protectors. 
There is no possi- 
bility of the food 
being thrown out. 
First class work- 
manship, Has many 
strong selling fea- 
tures. Send for 
catalog. 


Holzindustrie Stadtilm, 






dis PSS 


i it™ 
ml ! 


BL 


Stadtilm, Germany 




















YERS cone’ 















MODERNIZE STORE METHODS 5 


To provide adequate storage gy for shelf stock—te 
make it and erks and stock men 
to handle with absolute safety—to "Teme quick service for 
wholesale or retail trade—install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, over- 
head track system, firm construction throughout, eliminate vibra- 
tion and noise and produce adder of ample strength for 
safety, convenience and efficiency. One style only—neat of 
design—attractively finished—any height — easily installed — 
meets most requirements. Circular on request. 


mE FL E.MYVERS & BRO.Cco. 


ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 





























Known and Trusted 
for their unfailing 
accuracy — 
PreoOWwN & SIARPE 
Toots 


“World's Standard of Aecuracy”™ 





g:MURPHy. 
ea SLOYD 


KNIVES ~ Manual Training 


MADE SHARP AND STAY SHARB 








Made in 5 sizes to fit all needs. They have met the most exacting 
uses for over three-quarters of a century. They are standard equip- 
ment in schools the world over. They are dependable, absolutely 
sure to make a satisfied customer. Stock up! Write for prices 
and complete catalog of mechanics and kitchen knives. 


Robert Murphy’s Sons Co., Ayer, -Mass. Est. 1850 




















78 HARDWARE AGE for APRIL 18, 1929 





Classified Opportunities 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


Classified Advertising Rates 
Opportunity Exchange Section 





BOXED DISPLAY RATES 


Positions Wanted Advertisements 
50% off rates quoted 


Address your advertisements and replies tv 








Set Solid, Minimum of 5 lines... .$3.00 
Each additional line 60 
All Capitals, Minimum of 5 lines.. 4.00 
Each additional line 80 
Average 10 words to a line 
Allow One Line for Keyed Address 





Remittance Must Accompany Order 


Hardware Age, Classified Opper- 
tunities, 239 West 39th St., New 


Discounts for Classified Advertising York City 
4 insertions, 10% <=) 8 insertions, 15% 
° 





Harpware Ace is published each Thursday. 


Forms close Nine Days previous to date of 
publication. 





Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers. 





BUSINESS OPPORTUNITIES 








For Sale 
A 50 Year Old Wholesale and 


Retail Hardware Business 


A large wholesale and retail hardware busi- 
ness located in a splendid Southern City with 
fine surrounding territory is offered for sale 
on a very attractive basis. It has been in con- 
tinuous operation for over 50 years and has 
been a consistent money maker. The owner 
is now unable to direct its affairs and is willing 
to sell at a sacrifice price. If you are prepared 
to handle a big opportunity and have at least 
$100,000.00 to invest, write for details. Ref- 
erences required. Address Box I-336, care of 
HarpDWArE AGE, New York. 














FOR SALE—Retail hardware, paint and sportin 
a growing New England city of 55,000 population. resent owner wishes 
to retire after many years of profitable business. Stock and modern fix- 
tures inventory about $30,000. Exceptional opportunity for experienced 
hardware man or two enterprising young men. Address Box 1-351, care 
of Harpware Ace, New York. 


GENERAL MERCHANDISE STORE IN CALIFORNIA. doing a 

good business. Owner has other interests, reason for sale. Stock con- 

sists of hardware, paints, wall paper, electrical goods, panting supplies, 

etc. Chance of a lifetime for someone. Will invoice about $12,000. No 

a no commission. Address Box I-344 care of Harpware Ace, New 
or 


goods business in 





FOR SALE—-Retail hardware and sporting goods store in live town of 
10,000 population in Central Iowa. Stock will invoice about $25,000. 
Owner desires to retire from active business. Will rent or sell building. 
Address Box 1-347, care of Harpware Ace, New York. 


POSITIONS WANTED 


SALES EXECUTIVE WITH 12 YEARS’ EXPERIENCE in charge 
of sales, advertising, distribution Domestic and Foreign Markets. Thor- 
oughly familiar with wholesale hardware, mill supply, auto accessory and 
industrial trade, desires a connection with a manufacturer. Willing to 
locate anywhere. Opportunity is as important as salary. Address Box 
1-128, care of HArpwAre Ace, New York. 

CAPABLE EXECUTIVE—Competent hardware man as buyer, mer- 
chandise or sales manager, familiar with mill supplies, housefurnishings, 
electrical, radio and auto supplies. Under 45 years of age. Well ac- 
quainted in the trade. > aan of references as to ability, character, etc., 
to parties interested. Address Box I-315, care of Harpware Ace, New 
York. 





SALESMAN OF EXPERIENCE and executive ability located in the 
Metropolitan District, and well acquainted with the jobbing and other 
large buying trades, would represent a reputable manufacturer of staple 
products. Address Box 1-349, care of HARDWARE AGE, New York. 





HARDWARE MAN 55 YEARS OLD, 23 years’ experience in retail 
store. Can take charge. Desires to make a change. Prefer, Pennsylvania, 
New Jersey, Delaware or Maryland. Address Box 1-341, care of Harp- 
ware AGE, New York. 


SALES ACCOUNTS WANTED 











WANTED 


Sales Representation and Distribution, either or both. Builders’ 
hardware or Ity in Penna., New Jersey, . and Maryland. 
Ten years experience, wide acquaintance among both Hardware and 
Archt. trade. Willing to take a product an a missionary work. 
fwo men comprises selling force. Past record given to prove pos- 
located Phila. ice and warehouse 


able results. Have central! 
-326, care of Hardware Age, 


facilities. Address Box 
Wew York City. 








& 








PRODUCING SALESMAN WITH 12 years’ experience and acquaint- 
anceship with leading jobbers in Middle est and Metropolitan District 
desires one or two substantial lines to represent on a commission basis 
7 3 ~ eee territory. Address Box 1-334, care of HARDWARE AGE, 

ew ork. 





MANUFACTURERS’ REPRESENTATIVE calling upon the jobbing 
and larger Ketail Hardware trade of the Middle West States, with 
Chicago Headquarters, desires additional reputable line. If interested in 
procuring active and high grade representation, address Box I-291, care 
of Harpware Acg, New York. 





FOR SALE—A profitable and growing hardware, boat supply and 
housefurnishing business located on best section of Long Island. Win sell 
at a sacrifice. Liberal discount will be made for cash or terms made 
reasonable. Address Box 1-355, care of Harpware Ace, New York. 





UNUSUAL BUY 
tion in Westchester 
fixtures, clean standard lines. 
Box 1-325, care of HArpWare AGE, 


Hardware, paint, housefurnishing store, best loca- 
County, good trade. nearly all cash. Up-to-date 
Price right for cash. Must act quick. 
New York. 


SPECIALTY SELLING. Wanted for Illinois on 
class quality or short line that repeats. 
pi OO ee 
a le volume . & & . 
Box 235, Peoria, Illinois. . 


SALES REPRESENTATIVES WANTED 








Good going 


FOR SA!)_E—Hardware and paint stock, and fixtures 
Address 


business established in 1886. Will inventory around $9,500.00. 


Box 1-348, care of Harpware Acre, New York. 





FOR SALE—Up-to-date retail hardware and paint store located in best 
business section of Baldwin, L. Stock and fixtures inventory at about 
$10,000. Address Box 1-352, care of Harpware Acre, New York. 


HELP WANTED 


EXPERIENCED HARDWARE MAN FAMILIAR with rural trade 
wanted to take care of store handling regular line of hardware, lumber, 
coal, feed, seeds and fertilizers. Located in village about 35 miles east 
of Rochester, N. Y. To such a man an interesting proposition will be 
offered. Address Box 1-346, care of Harpware AcE, New York. 











SPECIALTY SALESMEN 


Splendid income. Sound connection. Steady repeat busi- 
ness, Clever new field. Slight competition. Unique. Ex- 
clusive. Leading electrical line with little sales resistance. 
State qualifications. UNITED ENTERPRISES, Inc., 13004 
Athens Ave., Cleveland, Ohio. 

















COMMISSION SALESMEN IN EA ‘ATE for manufacturer 
Address Box H-638, care of Hanpwanz Acs, New York . 
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Classified Opportunities 




















SALES REPRESENTATIVES WANTED | 









Manufacturers’ representatives calling on whole- 
sale hardware, department and large furniture 
stores. We have an item with unlimited sales 
possibilities; liberal commissions and necessary 
advertising; article thoroughly tried out in 
New England territory. Give references and 
territory covered in your reply. Address Box 
1-345, care of HARDWARE AGE, New York. 











_SALES REPRESENTATIVES WANTED © 





New York State, 


FACTORY SALESMEN WANTED in Connecticut, 
Massachusetts. 





Vermont, Western 


Pennsylvania, Maine, 


care of HARDWARE 


Albany, 


ware dealers. 
commissions. 


Ns. 


WE OFFER EXCELLENT SIDE 
Credit on repeat orders. 
HUNT HELM 





New Hampshire, 


Commission, side line. 


New York. 


New 


& CO., Inc., 


FERRIS 


1031 


Must have good standing with housefurnishing and hardware trade and 


not handle too many lines. 
AGE, 


Address Box I-350, 


LINE for salesmen calling on hard- 
England territory. Liberal 


Broadway, 











SPECIALTY SALESMEN CALLING ON THE 
| TRADE. We have a side line of a popular article used in every home— 
a) — sample. Liberal commission. CAMBRIDGE-WHEATLEY CO.., 
ept. “C,” Covington, Ky. 





THOROUGHLY EXPERIENCED HARDWARE SALESMEN fo 


Suffolk County, Long Island, Westchester County, New York, and Sussex 
mty, New Jersey. Only having had previous wholesale herbeuse 
selling experience need ow. Address Box I-278, care of Harpware Acs. 


New York. 






HARDWARE 























COMPETENT BUILDERS’ HARDWARE SALESMAN WANTED to | 





cover Westchester County. Answers held strictly confidential. Reply in | SALESMEN—Acquainted with hardware and housefurnishing depart- 

full details. Address Box 1-353, care of Harpware Ace, New York. ment buyers to cover States Fast of Chicago. Live wire and single with 

—_———_ ———— ——_--—-— —— —- car preferred. Give full particulars in first letter and what is expected 
WANTED SALESMAN FOR LONG ISLAND TERRITORY by a | Address Box 1-335, care of Harpware Ace, New York. 


jobbing hardware house. None but experienced salesmen need apply. 


Address Box 1-354, care of HarpwareE AGE, New York. 





Inc., 456 Fourth Ave., New York City. Experienced 
salesman wanted to handle sales of our “Twin 
York City and part of New England Territory. 


i. A. HENCKELS, 
and energetic cutlery 
Brand” line in New 
Apply in writing. 


LET US Help You Word Your “Want.” 




















Sales Representatives Wanted 


In a recent issue of this paper under the classification of 
“Sales Representatives Wanted,” were twelve different adver- 
tisements for salesmen calling on the retail hardware trade. 


It looks as if hardware concerns knew where to “go” for 
hardware salesmen, doesn’t it? 


And by this same reasoning it looks as if these concerns 
reckon that men know where to “go” to find these oppor- 


tunities. 
It’s a good paper that serves the trade “both ways,”’ isn’t it? 
Try it and see. Address— 


Hardware Age, 239 West 39th St.,New York 


“‘Classified Opportunities Section’’ 
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THE ADVERTISERS INDEX is published as a convenience and not as 


& part of the advertising contract. Every eare will be taken to index correctly. 
No allowances will be made for errors or failure to insert. 





Shear 
White lead & 


Acme 


Acme 
Wks. 


Addison-Leslie 
Model Co.. 
Co 


Color 


ee I Si ade ees ttrneve 
rere 
Alexander Hamilton Institute. . 
Bes TER TO sc kcces spaces - 
Allith-Prouty Co ee 
Allweather Ventilator Co....... 
Almo Trading & Imp. Co...... 60 
Altorfer Bros 
Aluminum Prods. Co.......... 
Wares Association. . 
Chain 
OE Es 66'S woke aco ae -- 
Fork & Hoe Co..... 
Gas Co 
Handle Co........ — 
Mutual 
Co 


Aluminum 
American 
American 
American 
American Machine 
American 
In- 


American Liability 


I RMD. ao Sains 40 0s 05ns 
National Co......... — 
Ring Co 67 


Saw & 


American 
American Ring Co...... 
Mig 
Es eee 
Sheet & Tin Plate Co. 
Steel & Wire Co.... 6 
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Zonal Co... 
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American 


American 


American 
Ames Shovel & 
Animal Trap Co. of America.. 

Anti-Borax Compound Co...... — 
Mfg. Co 59 


Armstrong Bros. Tool Co.... 74 


Arcade 


Armstrong Mfg. Co.. 
Art Metal Works. . 
Atkins & Co., E. C 
Atlas Tack Corp... 73 


Atomister Corp. .... co obi a 
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Babcock Co., The W. W. 7 
Baeder-Adamson Co. ......... ~ 
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bo 


Barney & Berry, 
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Beardsley & Wolcott Mfg 
Beckley-Ralston Co. ........... — 
Beckwith Co., 
Beh & Co., 
Beisser Key Machine Co...... - 
Belfonte Steel & Wire Co.... - 
Bemis & Call Corie. ..sicsscis -- 
Bergman Tool & Mfg. Co.. 

Bernz Co., Gites 6 6 P caee 
Bethlehem Steel Co............ — 


Inc., 


Birtman Electric Co........... ~ 
Bissell Carpet Sweeper Co..... 
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Blaisdell Pencil Co..... 
Bluffton Slaw Cutter Cc 
Spring 
Cx; BD. Wi... 


Bommer 
Bosley 
Boston Varnish Co..... 
Woven lIlose & 


Boston 
Co. 
Boucher Mfg. Co., H. E 


Bowen Products 
Brach Mfg. Co., L. S.. 
Brainerd Mfg. Co 


August 


Brecher, 


Bridgeport Chain & Mfg 


Hardware M 
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Bright Star Battery Co.. 


Bridgeport 


Bridgeport Screw 


Hinge Co..... 


Rubber 


. Co. ee 
fg. Co. 


Brown & Sharpe Mfg. Co...... 


Brush-Nu Co. 


Buffalo Wire Works Co. 


Bunting System, The... 
Burgess ae 
Burnley Battery & Mfg. 
Brush 


Battery 


Burton Boston 
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oe 
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Co. 
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Mfg 
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‘aldwell 


‘arborundum 
Mfg. 


‘hain Products Co..... 
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~ 


. Ine.. 


Co. wae 
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Chase Brass & Copper Co..... 


Cheney & Sons, S..... 


Chevrolet Motor Co.... 


Chicago Flexible Shaft Co.. 

Chicago Roller Skate Co.. 

Catena: alder: Ce... . sca ssc 
Chicago Spring Hinge Co...... 
Chicago Toy Fair Association. . 
Chipman Chem. Eng. Co...... 
Chromium Engineering Corp... 
Clarinda Mfg. Co............- 
NE TOU 8s on ois cakes os 
Clayton & Lambert Mfg. Co. 
Aenean Bins., TAG a. ssvacies. 
Cleveland Stone Co., Inc....... 
Cleveland Wire Spring Co..... 
CleveWay Mig. G0.s 2 0c os 
ee) ak Re 
Coldwell Lawn Mower Co..... 


Coleman Lamp & Stove 
Columbian Rope Co.... 
Columbian Vise & Mfg. 
Conestoga Corp. ....... 
Congoleum Nairn, 
Conlon Corporation .... 
La 
Continental Screen Co. . 
Continental Steel 
Cook Company, H. C.. 
Cook’s 
Corbin Cabinet Lock Co 


Consolidated Electric 


Corp. 


Sons, Inc., 


ee 
Co.. 
mp 


Adam...... 





Corbin, P. & F 
Corbin Screw Corp........... 
Mfg. 


Cortland Grinding Wheels Corp. 


Corcoran 


Crescent Tool 
Cronk & Carrier Mfg. Co...... 


Crown Cork & Seal Co. 


Cyclone Fence Co.. 


Mfg. 
Day-Fan Elec. 
Dazey Churn & Mfg. Co...... 


Daisy 


De Laval Separator Co....... 
PE FEE, bd a xates sese%s 
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Detroit White Lead Works.... 
Devices Corporation .......... 
Devoe & Raynolds............ 
Diamond Calk & Horseshoe Co. 
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Display Material Co........... 
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Dixon Crucible Co., Joseph.... 
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Dorfan: Co., The.....2. 
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Ee Seer 
Co 
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Electric 
Enterprise 


Estwing Mfg. 


Everedy 


F. & N. Lawn Mower Co., T 
Fairbanks Co. 
Fairmount Tool & 
Fate-Root-Heath Co. 


Forging Co. 
Faultless Caster Co........ 
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Enam. & Stpg. Co.... 
Washboard Co., The.. 
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Folsom Arms Co., H. & D..... 
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Foster Bolt & Nut Co......... 


Federal 


Federal 


& Co., 
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69 
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Freed-Eisemann Radio Corp.... 


French Battery Co............ 


Freshman Co., 


Gates Rubber Co., The........ 
Gendron Wheel Co............ 
General Fireproofing Co........ 
Wheelbarrow 
a > — 


General 


Getz Power Washer Co....... 
Ee, (WEN Sums estes ss 
Gilbert & Bennett Mfg. Co..... 11 
Gilbert Clock Co., Wm. L..... 
Gillette Safety Razor Co....... 
Globe Vacuum Bottle Co....... 
Good Housekeeping ........... 
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Rubber Co., B. 


Goodrich 
The 
Grand Rapids Hardware Co.... 71 
Granite State Mowing Machine 


Co. 


Green Co., 


Greene, Tweed & Co........... 
Greenfield Tap & Die Corp..... 
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Griffin Mfg. 
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Hardware Age Catalog........ 
Harrington Cutlery Co........ 
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Hotel Gibson 
Household Magazine, 
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Hurley Machine Co........... 
eee Sey 


Inc., 


Hygrade Lamp 
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Imperial Bit & Snap Co....... 
Independent Lock Co.......... 71 
Indianapolis Plating Co........ 75 
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No allowances will be 


as & part of the advertising contract. 
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Indiana Rolling Mill Co....... 60 
Indiana Steel & Wire Co...... —— 
International Nickel Co........ -- 
International Silver Co........ 2 
Ives Co.,- Be Bivesearec...;. — 
J 
Jennings Mfg. Co., Russell.... 76 
Johaneson, Wales & Sparre, Inc. — 
Johnson Arms & Cycle Works, 
WE Saksderke sents ancesuge 76 
K 
Kantlink Manufacturers ....... 64 
Kelly Axe & Tool Co.......... 55 
Kenton Hardware Co.......... — 


Keystone Steel & Wire Co..... 
Kilborn & Bishop Co.......... 
Kimball De cackeosces 
oe oe ae 
Kohler Die & Specialty Co.... 
Kokomo Stamped Metal Co.... 
ak a Ord Shy a 


Bros. 


L 
Ladder Mfrs. Assn. of Amer 
MG MID nao s0cewe saved ecces —_ 
Lamson & Goodnow Mfg. Co. — 
Lamson & Sessions Co......... — 
Landers, Frary & Clark....... — 
Lendzion Leather Goods Co.... — 


Libbey-Owens Sheet Glass Co.. 9 


rr 
Liquid Veneer Corp........... 
Lively Lad Mfg. Cd.......... 
oe as Sa rr 
Ratkin Bule- Co... 0.0 0cccees 


Lupton’s Sons Co., 


M 

MeKinney Mig. Co... ....80%0. 
Malleable Iron Fittings Co..... 
Mansfield Tire & Rubber Co... 
Martin-Senour Co. 
marten Varnish Co... 6.06500 
Marvel Rack Mfg. Co........ 
Master Bake Pot Co.......... 
Master Flier Corp........<.ao 
Mattatuck Mig. Co... 06. s0cse. 
Meisselbach Mfg. Co., A. F.... 
Mengel Co. 
Metalcraft 
Metal Were Corp... is. 
eo ee eer 
Mit-Shel Stamping Mfg. Co.... 
Moore Push Pin Co...., 
Mocelll; Tnt;, uae. 660k ccc vcs 
Morse Twist Drill & Machine 
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Murphy’s Sons Co., Robert.... 
Murphy Varnish Co 
Myers & Brothers 
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cite Pe ie 





N 
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National Enameling & Stamping 
Co. 


National 


National: Lead Co... 6.6.0: c0.s- 
Sg 3 eee 
National Standard Horseshoe 
i en eee 
Nelson Mfg. Co., Inc., L. R.... 
New. Delphos Mfg. Co......... 
New Jersey Zinc Company.... 
New York Knife Co....... 
New York Wire Cloth Co...... 
PrenoINO Wie Colac ss ccewee se 
Nileco Lamp Works, Inc........ 
Norcross & Sons, C. S......... 
North Bros. Mfg. Co......... 
Norton’ Door Closer Co......... 


oO 


O-Cedar Corporation .......... 
Octigan Forge & Mfg. Co...... 
Oliver Iron & Steel Corp..... 

Oneida Community, Ltd....... 
One Minute Mfg. Co.......... 
Onierio Raite Ce... 25. cesciss. 
oe EN in so oo c oe ccswess 
eterno & ie, Go Bits cates 
Gee saeaes 


Oswego Tool 


Page Steel & Wire Co........°. 
Co. 


Parker-Regan Corp. 


Paine 


Patent Novelty Co............ 
Peck, Stow & Wilcox Co..... 
Peerless Elec. 
Peerless Handcuff Co.......... 
Penn & _ Atlantic 
Hdwe. Asso., Inc........0¢- 
Mower Works.... 
Perfection Stove Co., Inc...... 
Peters Cartridge Co........... 
Rate Ste CR iio dec ieeece 
Philadelphia Mower Co. 
Pike: Mes Gees cia re ee ree 
Pioneer Pole & Shaft Co....... 
Pittsburgh Plate Glass Co...... 
Pittsburgh Steel Co............ 
bp ee 0a ee ea 
ML 6 485.05 ea 
Plumb, Inc., Fayette R......... 
Plymouth Rubber Co....... 
Popular Science Monthly...... 
US ME Maes o.6e ari cekiseeaclss 
Pratt & Lambert, Inc......... 


Seaboard 


Penn. Lawn 


Lawn 


Plomb 


Progressive Mfg. Co........... 
Propp Co., 
NE WR AOU < o'sk's's-0 sores 00 


Pyrex Sales Division......... 


| 
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Reading Iron Co....... 
Reed & Prince Mfg. Co....... 


Remington Arms Co., Inc... .. $1 
Remington Cash Register Co., 

Oy ER Sere 
Reynolds Wire Co 
a > 
Richards-Wilcox Mfg. Co.. $3 
Richland Rubber Co........... 
Rite Hdwe. & Mfg. Corp... 70 
Rixeos Ce., Gouar C:..... 
Robbins & Meyers, Inc..... 
Robertson, Arthur R.... 
Rose Mfg. Co., Frank......... 72 
Rose & Brothers, Wm 
Ne Cn 
Ruby Chemical Co.......... : 
Russell, Burdsall & Ward Bolt 

we ee 
Russell Cutlery Co., John 
Rutland Fire Clay Co... 

S 

Sacks, Inc., Louis....... 
Samson Cordage Works... . 76 
Sand’s Level & Tool Co. 
ge a |” ar ee 
Sa ae, > a a . 53 
ONOEY, TMG sleciect asc Bere, 
Sonstz Mis. Co... 065... 70 
Schrade Cutlery Co.. 
Segal Lock & Hardware Co.. 64 
Shapleigh Hardware Co........ 
Sheffield Bronze Powder Co.. 
Shelby Spring Hinge Co..... 
Sherman Mfg. Co., H. B..... 
Sherwin-Williams Co. 
puewearder,. Ines 6.50.55. oo 
Sidway-Tonliff Co. ............ 
GE TM GO ocketetnast 
Simonds Saw & Steel Co..... 45 
Simonds-Worden-White Co. ....  - 
Simonsen Iron Works.......... - 
Skileaw, ING. 8. cscs cvs vecis — 
pm. & Ce. Inc, D. Be... 0. 
Smith, Inc., Landon P....... 
Smith & Sons, Inc., Seymour 
TN ME Oris Sede viene e hes 
Spargo Wire Co........ 
Standard Gas Equip. Co. 
Standard Oil Co. of N. TJ 
Standare Toot Co... 6 ccc ese. 
Stanley Works ........ 
Starrett Co... L. S...:.. 74 
Bireeras & Oo:, B.C... 6s. 6 
Sterling Woodenware Co...... - 
Peretti EER? GOie eee se cece - 
Be ee 67 





1 
Technical Glass Co.,. Ine. 
Templeton Kenly & Co., Ltd 77 
Three-In-One Oil Co...... 
Tilley Ladders Co., Johfi S. 
Toledo Metal Wheel Co....... 
Toledo Wheelbarrow Co.....-. 
Tremont Nail Co........... 
Trimont Mfg. Ce 
Trow & Holden 
Tubular Rivet & Stud Co...... 
Tucker Duck & Rubber Co.... 
Turner, Day & Woolworth Han- 

dle Co 

U 
Union Fork & Hoe Co......... 
Union Hardware Co........... 13 
Union Steel Products Co....... 
United Business Publishers, Inc. 
United Publishers Corp........ 
U.S, Covwbine Ce. s,s scecsas 
U. S. Chain & Forging Co..... 
US. Rae i is ok OAs eed 
United States Shipping Board 

Merchant Fleet Corp......... 

V 
Valembin® GiWiis <a te caen ne 
Vaughan & Bushnell Mfg. Co. 
WOT EME biked ced earnnnns 82 
Wiehe “Teel Cae. o. 02%. dads ate 
RIPON Bo a sik vn cs ecccain wna 
Voos Company. The........... 66 

Ww 
Wade & Butcher Corp......... 
Wagner Electric Corporation... 
Walworth Co. . bates cateen 66 
Warren Mfg. Co., J. Di. i... 
Washburn Wire Co........... 
Western Cartridge Co.......... 
Western Importing Co. 64 
WO OW ,. Ble Grids oi scancwas 
Whititg Adame Co: ........0.. 
Whitman & Barnes, Inc........ 
Wickwire . . , MEPEELER TEE 
Wilson-Imperial Co. .......... 
Winchester Repeating Arms Co. 19 
Wiese & Goas’ Cas. Fides sens. 
Witt Cornice Co.....ccccccecs 
Wolverine Supply & Mfg. Co.. 
Wosdia Prods. Co... ics scasees 
Wood Shovel & Tool Co....... 
Wooster Brash: Celie 052 c2 eases 
Worthington Co., George... 
Wright Steel Wire Co., G. F.. 70 

¥ 
Yale & Towne Mfg. Co....... 
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Zenith Radio 
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FAIRBANKS WHEELBARROWS 


Just the barrow for the householder and gardener 
who takes pride in his tools. Design and finish are 
excellent and construction is rugged. The legs are 
fully reinforced with supporting braces. Balances 


Wood parts painted 
green with narrow’ 
yellow stripe. Fur- 
nished also with 


Style 
20” metal wheel. No. 4. Garden 


nicely and wheels easily. Send for catalog. 


The FAIRBANKS Company 
BOSTON NEWYORK PITTSBURGH 


Rome, Ga. 
Distribution in all principal cities 











CORBIN 


Wood Screws 
Drive Screws 
Coach Screws 
Machine Screws 
Set Screws 

Cap Serews 

Saw Serews 
Thumb Screws 
Hand Rail Screws 


Special Automatic Screw 
Machine Products 


Steve Bolts 

Tire Bolts 
Agricultural Bolts 
Sink Bolts 

Hanger Bolts 
Machine Screw Nuts 
Steve and Tire Bolt Nuts 
Semi-Finished Nut« 
Castellated Nuts 
S.A.E. Nuts 

Jack Chain 
Plumber's Chain 
Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 

Sash Chain 
Escutcheon Pins 
Speedometers 


The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 

















Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


CONTENTS 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 
Retail Hardware Stores in United States, Canada and 
Foreign Countries. 
ar Hardware Stores in United States and Canada. 
5, 10, 25c. to $1.00 eens Stores carrying hardware in 
the United States and Canada 
epartment Stores carrying hardware and housefurnish- 
ms, in the United States. 
Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 
Automobile Accessories Jobbers. 
Mill, Steam, Mine and achinery Supplies Dealers. 
ayo By Distributors. 
ail Or Houses handling hardware and housefurnishings. 
Woodenware and Willow-ware Wholesalers. 
pot, Oil and Varnish eg = mo 
Radio Apparatus and Parts Jobber 
Plumbers and Tinners Supplies a 
Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every manufacturer’s sales 
manager should have one on his desk, and every salesman could 
profitably carry a copy in his grip. Since the previous issue was 
published there have been more than 10,000 additions and ecor- 
rections, and these all appear in the current edition. 


Hardware Wholesalers and Manufacturers’ Agents find Verified Liat 
of great value in “‘checking’”’ their prospect records. 


It really is 16 directories in one. 
Published annually, $15.00 postpaid 





ADDRESSING, MULTIGRAPHING, ETC. We have facili- 

ties for addressing envelopes, cards and broadsides from 

ad list; and for multigraphing and filling-in form letters. 
ices quoted upon app 














Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 








DOMES of SILENCE 


The highest grade and most economical slide 
The highest grad l t nomical slide 


made. 


The finest grade of quality furniture is equipped 


with Domes of Silence. 


\We also manufacture all grades of Sliding Cast- 
ers, Monopoint Pin Slides, Drawer Glides, Radio 


Retails Felt Feet, etc. 


at 10c 


Sold through jobbers. 





4 ae P DOMES of SILENCE, Inc. - - - 21 Pearl Street, New York City 
et o 














HARDWARE AGE for APRIL 18, 1929 . 





“OV outcx Drying 


Enamel is Opportu- 
nity’s shadow. It not 
only dries in 4 hours 
but it dries with a high 
gloss. That’s what 
people want. The six- 
teen snappy colors 
were especially de- 
signed to meet the mod- 
ern decorative vogue 
on furniture. floors and 
woodwork. 

You will stock a quick 
drying enamel because 
you will have ealls for 
it. But stock one that 
proves by performance 
am One that has a NAME 
of unquestioned sell- 
ing power: “61° Quick 
Drying Enamel. Write 
for full details of the 
Introductory Assort- 
ment. 

PRATT & LAMBERT-INC. 
Varnish, Enamel & 
Lacquer Makers 
114 Tonawanda St., Buffalo, 


N.Y. In Canada: 20 Court- 
wright St.. Bridgeburg, Ont. 
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WHAT'S IN A BOX? 


A piece of silverware sold in a paper bag would give just as good ser- 
vice once it reached the table. But before silverware can serve, it must 
be sold. And human nature and the gift market being what they are, 
the box helps sell the silverware! Therefore the importance of the new 
“Jewel Case’ in Community Plate. And therefore its huge success. 


What's in this box? Every self-set and service piece Community makes! 


The New ‘Jewel Case’ in 


COMMUNITY PLATE 


Oneida Community Studios . Cnsiba, M. > 











